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Proceedings 


Fresh off the presses this month comes that indispen- 
sable book for every gas man’s library—the proceedings of 
the annual convention held in Chicago in October, 1935. 
It contains not only the complete text of all addresses pre- 
sented at the convention but also the yearly reports of 


THE committees and individuals made as the result of constant 
GAS study of specific problems of vital concern to the industry. 
MEN’S The A.G.A. Proceedings is a publication containing 
the key to present-day trends and developments together 
GIFT with ample and detailed reviews. It gives a composite pic- 
TO ture of the gas industry as seen by the leading minds of the 
THE industry. It is to every man in the industry a well-rounded 

comprehensive source of information. 

GAS 

Whether you are an executive, accountant, salesman, 
MEN advertising man, engineer, or just “one of the gang,” you 


will find much in this book directly connected with your 
work. Fall into line with the foremost authorities of the 
industry by securing this year’s copy. 


Attractively printed and adequately indexed to make 
the vast amount of material readily available. 


Selling price: $3.00 to members. 
7.00 to non-members. 
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Gas Industry Indorses National 


Advertising 


ERMAN RUSSELL, chairman of the A. G. A. Com- 

mittee on National Advertising, announced at the 
meeting of the Association’s Executive Board in Chicago, 
March 18, that his committee had obtained pledges of 
support in excess of the number required to proceed with 
a national advertising program for the gas in- 
dustry. At that time a quota of 70 per cent 
of the total meters in the country had been 
reached and passed. 

At the same meeting of the Executive 
Board, the ‘following resolution offered by 
B. J. Mullaney, of Chicago, was unanimously 
adopted commending the splendid achieve- 
ment of Mr. Russell and his associates on the 
Committee on National Advertising: 

“Mr. Herman Russell’s report, as chairman 
of the A.G. A. Committee on National Ad- 











Herman Russell, 


sentatives and others appointed by Mr. Russell to contact 
gas company officials in their organizations and territories. 
Among these may be mentioned: C. E. Bennett, J. V. 
Strange, D. H. Mitchell, F. W. Seymour, W. H. Hodge, 
F. A. Newton, R. B. Brown, B. J. Denman, W. A. Baehr, 
J. D. Creveling and Paul McKee. 

The magnitude of the task accomplished by 
Mr, Russell and his associates who have la- 
bored without stop for a period of some five 
months in working up the needed support 
for a national advertising effort may be more 
readily understood when it is realized that the 
gas industry at various times during the past 
sixteen years has tried to swing gas com- 
panies into a cooperative advertising venture 
without success. Now that the industry has 
pledged support sufficient to assure the launch- 








vertising, marks the successful completion of chairman, Commit- ing of a program of national proportions, the 
an extremely difficult task. tee on. National next step is the selection of competent adver- 
Advertising tising counsel. This matter is in the hands 


“The doing of it obviously was an arduous 
round of reconciling and coordinating many 
discordant factors, such as regional and local gas company 
problems, varying company policies and individual ideas, 
and the difficulties were peculiarly aggravated by the adver- 
tising objective, since practically every business executive 
has his own particular—and fixed—notions of advertising. 

“Therefore, the Executive Board of the American Gas 
Association hereby extends to Chairman Russell and his 
associates of the Committee on National Advertising this 
expression of congratulation and thanks for what they have 
so well done.” 

Members of the Committee on National Advertising in 
addition to Mr. Russell, who have had an important part 
in soliciting participation of companies with more than 
eleven million meters in operation, are: F. M. Banks, Wal- 
ter C. Beckjord, Davis M. DeBard, Conrad N. Lauer, Henry 
Obermeyer, Clifford E. Paige, James F. Pollard, Harold F. 
Smiddy, H. R. Sterrett, T. J. Strickler and P. S. Young. 

Valuable services were also rendered by regional repre- 


of a subcommittee, now busily at work. Mem- 
bers of this committee are: Henry Obermeyer, chairman, 
Davis M. DeBard, Harold F. Smiddy, B. J. Mullaney, James 
F. Pollard and P. S. Young. Following the appointment 
of an advertising agency, a committee will be selected to 
cooperate with the agency in outlining the basic policy, 
selecting the media and drawing up a detailed plan of 
operation. This committee will be selected by the par- 
ticipating companies. 

Strong sentiment in favor of national advertising was 
the most significant development of the annual convention 
in Chicago last year. A spontaneous movement which 
made its appearance at that time led many observers to 
predict that after many years of effort, the gas industry was 
at last ready to embark on an aggressive national campaign 
to promote gas sales. 

As a representative of the Pacific Coast Gas Association, 
James F. Pollard of Seattle presented to the Executive Board 
of the Association, October 14, the conviction of Pacific 
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Coast companies that the competition 
facing them was a forerunner of the 
struggle that all other companies would 
face and the feeling that their regional 
and local effort must be supplemented 
by a national advertising and sales pro- 
gram. Later Mr. Pollard made an in- 
spiring address presenting his thoughts 
and proposals at the general session, 
October 16, which were met with the 
greatest enthusiasm by the attending 
delegates. He also addressed the ad- 
vertising and publicity symposium, Oc- 
tober 17, and a lively discussion en- 
sued. 
Movement Gains Support 

With this inspiration, and doubtless 
due to a combination of factors, the 
movement assumed increasingly large 
proportions. It had become evident 
to many gas companies that only by 
means of a cooperatively supported 
campaign could the gas industry, to any 
effective degree, match the national 
advertising and publicity programs 
which competitors had carried on for 
a number of years in ever-increasing 
size. No gas company, and, with few 
exceptions, no gas appliance manufac- 
turer could afford individually, ade- 
quately to tell the story of modern gas 
service and gas appliances. With the 
spread and intensification of competi- 
tion in their territories, many com- 
panies felt that their local sales and 
advertising efforts would be greatly 
enhanced in effectiveness if supple- 
mented by a national cooperative pro- 
gram to tell the story of gas service in 
home, business and factory. Govern- 
mental activities on a nationwide scale, 
resulting in millions of lines of com- 
petitive publicity, no doubt convinced 
most gas men that the industry must 
now tell its own story of public serv- 
ice in a national way. 

These convention discussions cul- 
minated in the appointment of the 
Committee on National Advertising 
by the Executive Board. The commit- 
tee made the following report which 
was approved by the board, October 
17: 

“The Committee on National Ad- 
vertising recommends to the Executive 
Board that a program of advertising 
for the gas industry, extending over a 
period of three years be undertaken 
under the auspices of the American 
Gas Association; that this committee 
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Other members of the com- 
mittee not shown here are 
Herman Russell, chair- 
man, and H. F. Smiddy. 
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be empowered to develop such a 
program with the immediate objective 
of promoting public acceptance of gas 
as the modern, efficient fuel for all 
household, industrial, and commercial 
purposes for which heat is required; 
and that it be further empowered to 
solicit the gas companies for the neces- 
sary financial support of such a pro- 
gram predicated upon the acceptance 
of not less than 70 per cent of the gas 
meters served by these companies. 

“For the information of the Board, 
it has been estimated that an adequate 
appropriation to accomplish the ob- 
jectives stated herein would be not to 
exceed the sum of $500,000 annually 
to be apportioned among the subscrib- 
ing companies on an annual basis of 
not more than four cents per meter 
served.” 


An address delivered by H. R. 
Sterrett, president, New Haven Gas 
Light Co., at the New England Gas 
Association convention on February 
14, played an important part in win- 
ning company support to the proposed 
program. The following paragraphs 
from the address are typical of its 
strong appeal: 

“Picture the gas industry today— 
cooking the meals in 16,000,000 
American homes; serving more cus- 
tomers than ever before ; selling 1,100,- 
000 gas ranges in 1935, a 30 per cent 
gain over 1934; more gas ranges sold 
in one year than the entire number of 
electric ranges in use after 25 years of 
promotion; increasing the use of gas 
for commercial and industrial purposes 
in 1935 by about 10 per cent; register- 
ing a gain of 29 per cent in manufac- 
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tured gas house-heating sales; promot- 
ing gas refrigeration to a point where 
it now is recognized nationally. These 
are some of the 1935 accomplishments 
which may be credited to the gas in- 
dustry,—and yet—we have failed dis- 
mally in impressing ourselves on the 
national consciousness. Automobile, 
radio, coffee, cosmetics are just a few 
of the industries, among which are our 
chief competitors, electrical appliances 
and oil burners, that by concerted, co- 
operative action have made a place for 
themselves in the public eye nationally. 

“The American people today are 
more than ever favorably influenced 
toward those things which have ac- 
quired prestige by the use of national 
media such as radio and magazines. 
Why is it that the ice industry is about 
to spend $500,000 in a national ad- 
vertising campaign, the tea industry 
$500,000, the Florida Citrus Com- 
mission $400,000? Why is it that 
many other industries among which 
are those represented by the Oil 
Burner Institute, the Oyster Institute, 
the Norwegian Sardine Canners As- 
sociation, the National Association of 
Petroleum Retailers, the Milwaukee 
Sausage Manufacturers’ Association 
and others have planned extensive na- 
tional campaigns for 1936? It is be- 
cause they, by research and careful 
study, have concluded that the only 
way to obtain country-wide knowledge 
and increased acceptance of their sev- 
eral products is to use the medium of 
national advertising. 

“Please understand that, not for a 
minute, do I think a national advertis- 
ing campaign will solve all of the 
problems facing the gas industry— 
but I do believe that it will go a long 
way im arousing a national conscious- 
ness toward this important industry 
and will show us to be an aggressive, 
modern, growing business, determined 
not just to hold our present volume, 
but to greatly increase it as time goes 
on. Due in large part to the direct or im- 
plied claims used on a nationwide scale 
by our chief competitor in the domestic 
field, the electric industry, and to our 
own lethargy, except in a scattered man- 
ner, in combatting this propaganda, 
many people today consider that gas is 
outmoded and slowly dying. This 
should and must be stopped!”’ 

During the latter stages of solicita- 
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tion Mr. Russell emphasized the fol- 
lowing facts with good results: 

“Not only will national advertising 
stimulate our business but it will 
create public psychology more favor- 
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able to our product, will have marked 
effect upon the morale and spirit of 
our executives and employees, and 
have profound results in maintaining 
the integrity of our securities.” 





Amended Retirement Plan of 
N. Y. Consolidated Approved 


N amended provisional retirement plan 

for officers and employees of all the 
companies of the Consolidated Gas Com- 
pany of New York system, to take the 
place of the one put into effect last sum- 
mer, has been authorized by the system 
companies. The plan was authorized at 
Board meetings of the various companies 
held in the last week in February. 

The authorizing resolution states that 
the present status of social security legis- 
lation, Federal and State, probably makes 
it impracticable to establish at this time a 
definite plan for retirement annuities and 
separation allowances based upon contribu- 
tions by the company and the employee and 
that interim action is deemed by the Board 
of Trustees of the company to be de- 
sirable, pending the determination of the 
validity, or the clarification, of the legisla- 
tion which may effect the ultimate plan 
of the company. 

The amended plan provides for three 
classes of employees and officers: those 
who have reached the age of 70; those 
who have become disabled; and those 
whose services are terminated for other 
reasons. 

Those who have reached the age of 70 
and have had ten or more years of con- 
tinuous service are eligible for a retire- 
ment annuity. This is calculated by taking 
the average annual rate of compensation 





TWO BANNERS WITH THE SAME DEVICE! | 














(Cartoon by Wallace Coop from The Gas 
World, London, February 15, 1936) 


John and Jonathon (together): “Well met, 
brother! We travel the same path.” 


for the highest consecutive five years 
within the last ten years of employment 
and multiplying this figure by the number 
of years of continuous service, and then 
multiplying the result by two per cent. The 
maximum retirement annuity is limited to 
60 per cent. 

Employees 70 years old who have had 
less than ten years of continuous service 
are eligible for a separation allowance that 
varies in amount and length of time paid 
according to the number of years of service. 

Likewise, those who become permanently 
and totally disabled before reaching the 
age of 70 are eligible for either retirement 
annuity or separation allowance, accord- 
ing to the age and length of service. Tables 
have been worked out showing that the 
benefits disabled employees will receive un- 
der the plan have been modified from the 
previous plan so that there is a relatively 
even increase in the benefits in accordance 
with increasing years of service and increas- 
ing age. The present plan provides that a 
disabled employee who is 45 years of age 
and who has had 30 years of service quali- 
fies for a permanent annuity. As the age 
increases, the years of service required de- 
crease. For example, an employee who is 
46 years old requires 29 years of service 
to qualify for a retirement annuity in case 
of disability, a 47-year-old employee re- 
quires 28 years of service, and so on until 
the age of 65 is reached, when the number 
of years of service required is 10, which 
service requirement continues for the suc- 
ceeding years until age 70 is reached. The 
amount of the retirement annuity for this 
class of employees is governed by age and 
length of service. A disabled employee 
who does not qualify for a retirement an- 
nuity is granted a separation allowance, 
the amount paid and the number of pay- 
ments being governed by age and length 
of service. 

In the same way that benefits for disabled 
employees have been evenly graduated to 
take into account both length of service and 
age, the benefits that are granted under the 
amended plan to the third class of em- 
ployees—those whose employment is ter- 
minated by the company—also have been 
evenly graduated. Tables have been set 
up providing for a regularly increasing al- 
lowance, ranging from two weeks’ pay for 
an employee who has had only one year 
of service to a retirement annuity for an 
employee who is 65 and who has completed 
30 years of service. Between these two 
extremes various percentages are provided, 
according to age and length of service.— 
To Serve New York. 
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Advance Interest Points to Record 


Natural Gas Convention 





Chairman Moeller 


OUR HUNDRED years of ro- 

mance and raw adventure have 
gone into the making of Texas, the 
only State in the Union which was an 
independent republic before it became 
a commonwealth, and Dallas, site of 
the Natural Gas Convention May 5 
to 8, will present delegates to the con- 
vention with a fascinating opportunity 
to witness the building of its Central 
Centennial Exposition, in which will 
be embodied outstanding highlights 
of the State’s history. Many of the 
buildings and exhibits for the exposi- 
tion, which will rival the great World’s 
Fair at Chicago in scope, will be com- 
pleted when the natural gas men ar- 
rive, including the Hall of Religion, 
donated to Texas religious bodies by 
the Lone Star Gas Company of Dallas. 
This building will be air conditioned 
by a gas unit. 


Ideal Setting 


Visitors to the convention from the 
North and East will be impressed by 
the sparklingly clear atmosphere of 
their host city, due to the predomi- 
nance of natural gas as a fuel for domes- 
tic and industrial institutions. Richly 
endowed with great natural gas fields, 
for a quarter of a century Texas has 
enjoyed the benefits of this cleanest of 


By LEsLie CALDWELL 


Lone Star Gas Company, Dallas, Texas 


fuels, and today has such efficient and 
wide-flung distribution systems that 
hardly any locality, rural or urban, 
but has natural gas available in un- 
limited quantities. 

Dallas, with its 300,000 population, 
is an excellent example of these smoke- 
less cities. Although it is one of the 
major industrial centers of the entire 
South, with innumerable large manu- 
facturing plants, an aerial view of the 
city reveals hardly an isolated black 
plume to mark the location of a coal- 





President Denning 


burning furnace or power unit. In the 
heart of the natural ges kingdom of 
the great Southwest, Dallas is the 
home of the Lone Star Gas System, 
whose president, L. B. Denning, is 
also president of the American Gas 
Association. Mr. Denning and R. G. 
Soper, president of The Dallas Gas 
Company, a distribution unit of Lone 
Star Gas System, stand sponsor for 
the reception natural gas men will re- 
ceive from their city. 

Stimulated by the $15,000,000 build- 
ing program of the Centennial, Dallas 
will be an invigorating city to visit in 
May. All over the city on winding, tree 


lined drives of the residential district 
new homes are springing up. Visiting 
gas men would be well repaid by a 
tour of these same residential sections, 
where stately colonial mansions mingle 
with true Spanish type haciendas along 
with villas whose architecture came 
straight from the Mediterranean’s 
shores—99.9 per cent of them 
equipped with gas for heating, water 
heating and cooking, many of them 
enthusiastic users of gas refrigerators. 
Reservations for hotel rooms al- 
ready received at Dallas by Capt. A. E. 
Higgins, secretary of the Natural Gas 
Department, indicate that one of the 
largest attendances in years will greet 
William J. Moeller, Jr., chairman of 
the Natural Gas Department, when he 
opens the first general session. The 
two largest hotels in the heart of 
down town Dallas, the Baker on the 
Southeast corner of Commerce and 
Akard streets, and the Adolphus on 
the northwest corner of the same 
streets, have been designated as joint 
headquarters for the convention. Gen- 
eral sessions will be held in the Crystal 
Ball Room of the Baker, while parallel 
sessions and committee meetings will 
be held in the Palm Garden and Roof 
of the Adolphus. Registration facili- 
ties will be set up at both hotels. 
Striking straight to the heart of the 





Vice-Chairman Welker 
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natural gas industry's problems, three 
phases of load building will be fea- 
tured at the general session on Thurs- 
day afternoon. Of strong interest to 
every delegate will be the discussion of 
“The National Advertising Program” 
to be presented by Herman Russell, 
president of the Rochester Gas and 
Electric Corporation of Rochester, 
New York. Mr. Russell, as chairman 
of the Committee on National Adver- 
tising appointed at the October con- 
vention of the A. G. A., will discuss 
the three-year industry campaign for 


the promotion of gas as a modern fuel 
forall purposes. 

“Dealer Coordination,” a subject of 
vital importance to the natural gas in- 
dustry, will be discussed in an address 
by H. F. Smiddy of Ebasco Services, 
Inc., of New York City. With legis- 
lation prohibiting sales of appliances 
by utilities already enforced by one 
state and cropping up with new legis- 
latures in others, the question of build- 
ing an active, strong, and intelligently 
directed dealer organization is of un- 
usual timeliness. 





Preview of Texas Centennial 
Feature of Convention 


HEN the Natural Gas Depart- 

ment of the American Gas As- 
sociation meets in Dallas May 5-8, 
delegates will have an opportunity to 
preview the $25,000,000 Texas Cen- 
tennial Exposition, which will open 
there June 6, for a 177-day run. 

Most of the sixty odd buildings com- 
posing the physical plants of this first 
World’s Fair of the Southwest will 
have been completed when the gas 
men assemble, and exhibitors will be 
at work on their displays. More than 
a score of these structures are of 
permanent construction and will revert 
to the State Fair of Texas when the 
Exposition is over. 

Leading industrial concerns of the 
mation are participating in the Ex- 
position on a scale involving the ex- 
penditure of millions of dollars. Sev- 
eral are exhibiting there for the first 
time in their histories. Among the 
major concerns entered are the Lone 
Star Gas Company, General Motors, 
Ford, Chrysler, DuPont, General Foods, 
Standard Brands, General Electric, 
Westinghouse and Continental, Gulf, 
Magnolia and Texas Oil, ten rail- 
road systems serving the Southwest, 
and representatives of other industries 
spanning the entire course of human 
activity. 

Other World’s Fairs have featured 
science, the arts or other phases of 
progress, but the Texas Centennial 
Exposition stresses livestock, agricul- 
ture, oil and natural resources; prod- 
ucts to which the State owes its re- 
markable growth and economic prog- 
ress. Livestock and agriculture will 
be housed in six buildings of the mil- 
lion dollar Agrarian Way, while the 
story of oil will be told in the Hall 
of Petroleum. Several oil concerns will 
erect their own buildings, notably 
Gulf, Texas, and Continental. 

Proper attention also will be ac- 
corded science, manufacturing, the 
arts, etc. One of the major sections of 











the Exposition is the Cultural Center, 


erected by the City of Dallas and in- 
cluding the Halls of Natural History, 
Fine Arts, Domestic Arts, Horticul- 
ture, and aquarium, band shell, and 
open air theatre. 

Music will have a prominent part in 
all programs, with grand opera, fa- 
mous name orchestras and bands, musi- 
cal comedy, the National Folk Festi- 
val, and other events to be presented. 

Sports will not be overlooked. 
Important intersectional and South- 
western Conference football games, 
rodeos, polo games, track and field 
events, golf tournaments, boxing, 
and other events are included on the 
sports calendar. 

One of the outstanding features of 
the Exposition is the daily presenta- 
tion of the “Cavalcade of Texas,” a 
gigantic visual and audible dramatiza- 
tion of the 400-year history of the 
Lone Star State, which is being pro- 
duced at an initial cost of over $150,- 
000. More than 300 actors will be in 
the cast. 

The Midway will present the latest 
thrills, rides and amusements of all 
types. Eating places galore will offer 
every variety of food, prepared and 
served after the fashion of different 
countries of the world. 

Natural Gas will play a dual role 
at the Exposition. All buildings on 
the ground will be heated with gas 
from an elaborate system covering the 
entire park. The system is being in- 
stalled by the Dallas Gas Company, a 
subsidiary of the Lone Star Gas Cor- 
poration, and will be supplied by the 
Lone Star Gas Company, the pipe-line 
company that furnishes natural gas 
wholesale to companies of the Lone 
Star System. Stockholders of the Lone 
Star Gas Corporation are building a 
$50,000 Hall of Religion as their con- 
tribution to the Exposition. Gas facili- 
ties will include fuel for heating and 
for cooking where commercial exhibits 
and concessions demand. Some gas air- 








conditioning will be installed. 


AMERICAN GAS ASSOCIATION MONTHLY 127 


“‘Sales 
Possibilities 
in Air Con- 
ditioning”’ 
will also 
mark this 
general ses- 
sion as one 
of definite 
value to 
every mem- 
ber of the 
department. 

Another 
outstanding 
feature of 
the program 
will be the 
session de- 
voted to natural gas utilization and 
sales promotion, of which J. V. Strange 
of the United Gas Public Service Co., 
Houston, will be chairman. H. W. 
Geyer, Southern Counties Gas Co. of 
Los Angeles, will discuss “How Much 
Free Appliance Service Can Natural 
Gas Companies Afford to Give? For 
a number of years, gas companies have 
been searching for an answer to the 
question of how to reach the large 
section of their market represented by 
gas users who do not own their own 
homes. How one alertly merchandis- 
ing company is meeting this situation 
will be told in an address on “Reach- 
ing Non-Home Owners for Water 
Heating,” delivered by F. M. Rosen- 
krans, new business manager for the 
Gas Service Company of Kansas City, 
Mo. 

“Selling Improved House Heating 
for Better Customer Satisfaction and 
Large Company Revenue,” delivered 
by C. K. Patton, new business manager 
for The Dallas Gas Co., will relate 
the experiences of a company con- 
fronted by a market, which, although 
almost saturated from the standpoint 
of gas heating, nevertheless was not 
producing satisfactory revenues be- 
cause of inadequate or obsolete equip- 
ment and partial heating of homes. 
Mr. Patton's story is one of educating 
his company’s market to a better un- 
derstanding of correct heating, as well 
as of a planned and concerted selling 
effort. 

Among the outstanding addresses of 
general interest on technical matters 
will be a paper on “Geophysics in 





Secretary Higgins 
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Oklahoma” by J. R. Hatfield of the 
Indian Territory Illuminating Oil Co. 
of Bartlesville, Okla.; ‘‘Dust Proofing 
Compressor Stations” by L. W. Jack- 
son of a Texas natural gas company; 
and “Reforming Natural Gas for Pro- 
ducer Gas Equipment” by George M. 
Parker, industrial fuel engineer for 
the Mississippi River Fuel Corpora- 
tion of St. Louis, Mo. 


Gas Conservation Topic 

With interest stimulated by the 
threat of more federal regulation of 
the industry unless decisive steps are 
taken in conserving natural gas, ad- 
dresses of the Wednesday afternoon 
session on Natural Gas Production, of 
which B. M. Nowery, United Gas 
Public Service Co., Houston, is chair- 
man, will hold a special attraction for 
forward looking members of the in- 
dustry. S. W. Meals, president of the 
Carnegie Natural Gas Company of 
Pittsburgh, Pa., will discuss “Opera- 
tion and Maintenance of Gas Wells 
from the Viewpoint of Conservation.” 
“Utilization of Natural Gas in Re- 
pressuring Operations” by L. A. 
Farmer, general superintendent of dis- 
tribution for the Oklahoma Natural 
Gas Co. of Tulsa, Okla., also bears on 
the problem. J. H. Dunn, production 
engineer for the Lone Star Gas Co., 
whose chief interest during the past 
three years has centered on the prob- 
lems his company has encountered in 
assisting State authorities to design a 
sound conservation program, will dis- 
cuss “Drilling and Completing Gas 
Wells” at this same session. 

The Industrial Gas Conference, of 
which C. H. Waring, Kansas City Gas 


Co., Kansas City, Mo., is chairman, 
will feature an address on ‘‘Gas En- 
gine Power for Cooling” by L. W. 
Melcher, Waukesha Engine Co., of 
Waukesha, Wisconsin. Industrial 
rates and methods of selling industrial 
gas also will be discussed during the 
conference. 

A motion picture dealing with the 
natural gas industry will be presented 
at 8 P.M. Thursday. 


Following is the tentative program 
of general and sectional meetings: 


TUESDAY MORNING, MAY 5 
9:30 o'clock 
Parlor A—Adolphus Hotel 
Meeting of Main Technical and Research 
Committee and Subcommittees. 


TUESDAY AFTERNOON 
2:00 o'clock 


GENERAL SESSION 
Crystal Ball Room—Baker Hotel 
William Moeller, Jr., Chairman 

Opening Remarks by the Chairman—Wil- 
liam Moeller, Jr., Chairman, Natural 
Gas Department. 

Invocation. 

In Memoriam. 

Introduction of the Mayor of Dallas—R. G. 
Soper, President, Dallas Gas Company, 
Dallas, Texas. 

Address of Welcome—George 
Mayor, Dallas, Texas. 

Address of the Chairman—William Moel- 
ler, Jr., Southern California Gas Co., 
Los Angeles, Calif. 

Address—L. B. Denning, President, Ameri- 
can Gas Association, Dallas, Texas. 

Address—Alexander Forward, Managing 
Director, American Gas Association, 
New York, N. Y. 

Address—Speaker to be selected. 

Report of Program Committee—A. E. Hig- 
gins, Secretary, Natural Gas Department, 
Dallas, Texas. 


Sargent, 
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Appointment of Resolutions Committee— 
William Moeller, Jr., Chairman, Natural 
Gas Department. 


WEDNESDAY MORNING, MAY 6 
9:30 o'clock 
GENERAL SESSION ON TECHNICAL MATTERS 
OF GENERAL INTEREST 
Crystal Ball Room—Baker Hotel 

Report of Main Technical and Research 
Committee—H. C. Cooper, Chairman, 
Hope Natural Gas Co., Pittsburgh, Pa. 

Report of Gas Measurement Subcommittee 
—Thomas R. Weymouth, Chairman, 
Columbia Gas and Electric Corp., Pitts- 
burgh, Pa. 

Report of Pipe Line Subcommittee—H. D. 
Hancock, Chairman, Cities Service Co., 
New York, N. Y. 

Report of Gas Well Deliveries Subcommit- 
tee—N. C. McGowen, Chairman, United 
Gas Public Service Co., Shreveport, La. 

Address—“Geophysics in Oklahoma’—J. 
R. Hatfield, Indian Territory Ilumina- 
ting Oil Co., Bartlesville, Okla. 

Address—Subject and speaker to be selected. 


(The Ladies’ Bridge Luncheon will be 
held at 1:00 P.M.) 


WEDNESDAY AFTERNOON, MAY 6 
2:00 o'clock 
Adolphus Hotel Roof 


NAaTuRAL GAS UTILIZATION AND SALES 
PROMOTION 
J. V. Strange, Chairman 
Address—“Importance of Commercial Gas 
Sales to the Natural Gas Company’— 
Speaker to be selected. 
Address—"‘Selling Improved House Heat- 
ing for Better Customer Satisfaction and 
Larger Company Revenue’’—C. K. Pat- 
ton, New Business Manager, Dallas Gas 
Company, Dallas, Texas. 
Address—“How Much Free Appliance 
Service Can Natural Gas Companies Af- 
ford to Give’—H. W. Geyer, Southern 
Counties Gas Co., Los Angeles, Calif. 
Address—"“Reaching Non-Home Owner for 
Water Heating’—F. M. Rosenkrans, 





Artist's conception of the Halls of Petroleum and Transportation fronting on the Esplanade of the Texas Centennial Exposition as they will 
appear at night 
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To Address Natural Gas Delegates 


B. M. Nowery 


F. M. Rosenkrans 


H. C. Cooper 





C. K. Patton 








Alexander Forward 





G. M. Parker Will C. Grant 


N. C. McGowen T. R. Weymouth 


H. D. Hancock R. W. Hendee 





New Business Manager, Gas Service 
Company, Kansas City, Mo. 

(The Cabaret Banquet and Dance will 
be held in the Baker Hotel at 7:00 P.M.) 


WEDNESDAY AFTERNOON, MAY 6 
2:00 o'clock 
Palm Garden—Adolphus Hotel 
NaTurRAL Gas PRODUCTION 
B. M. Nowery, Chairman 

Address—"Drilling and Completing Gas 
Wells’—J. H.-Dunn, Production En- 
gineer, Lone Star Gas Co., Dallas, Texas. 

Address—"‘Methods of Drilling Wells in 
Under Pressure’”—R. W. Hendee, Presi- 
dent, Oklahoma Natural Gas Co., Tulsa, 
Okla. 

Address—"Operation and Maintenance of 
Gas Wells from the Viewpoint of Con- 
servation”—S. W. Meals, President, 
Carnegie Natural Gas Co., Pittsburgh, 
Pa. 

Address—"Utilization of Natural Gas in 
Repressuring Operations’”—L. A. Farmer, 
General Superintendent of Distribution, 
Oklahoma Natural Gas Co., Tulsa, Okla. 

(The Carbaret Banquet and Dance 
will be held in the Baker Hotel at 
7:00 P.M.) 


THURSDAY MORNING, MAY 7 
9:30 o'clock 
GENERAL SESSION 
Crystal Ball Room—Baker Hotel 
J. V. Strange, Chairman 
Address—“Advertising Natural Gas Sales” 
Speaker to be selected. 


Address—"The National Advertising Pro- 
gram”—Herman Russell, President, 
Rochester Gas and Electric Corp., Roch- 
ester, N. Y. 


Address—"'Sales Possibilities in Air Con- 
ditioning’’"—Speaker to be selected. 


Address—“Dealer Coordination”—H. F. 
Smiddy, Ebasco Services, Inc., New York 
N. Y. 


THURSDAY AFTERNOON, MAY 7 
2:00 o'clock 


Palm Garden—Adolphus Hotel 
NATuRAL Gas TRANSMISSION 
C. H. M. Burnham, Chairman 


Address—"Practical Means of Maintaining 
Transmission Pipeline Efficiencies’ —B. 
M. Laulhere, Engineering Supervisor, 
Southern California Gas Co., Los An- 
geles, Calif. 


Address—“Dust Proofing Compressor Sta- 
tions’—L. W. Jackson, Texas. 


Address—“‘Natural Gas Hydrate Experi- 
ence’’—E. G. Hamerschmidt, Texas. 


Address—“Brake Horse Power Analysis of 
Compressor Station Costs and Perform- 
ance’’—C. S. Young and D. R. Croft. 


Address—"‘Industrial Painting as it Applies 
to Utilities’—-G. T. Koch, Superintend- 
ent of Compressors, Ohio Fuel Gas Co., 
Columbus, Ohio. 

(A Natural Gas Motion Picture at 
8:00 P.M.) 


THURSDAY AFTERNOON, MAY 7 
2:00 o'clock 
Adolphus Hotel Roof 
INDUSTRIAL GAS CONFERENCE 
C. H. Waring, Chairman 

Address—"‘Industrial Rates’—Speaker to be 
selected. 

Address—“‘Selling Industrial Gas’ —Speaker 
to be selected. 

Address—‘Gas Engine Power for Cooling” 
L. W. Melcher, Waukesha Engine Co., 
Waukesha, Wis. 

(A Natural Gas Motion Picture at 
8:00 P.M.) 


FRIDAY MORNING, MAY 8 
9:30 o'clock 
GENERAL SESSION 
Crystal Ball Room—Baker Hotel 
William Moeller, Jr., Chairman 

Report of Wrinkle Committee—H. J. 
Hoover, Cincinnati, Ohio. 

Report of Supply Men’s Fund Committee— 
George E. Welker, Chairman, United 
Natural Gas Co., Oil City, Pa. 

Address—"‘Reforming Natural Gas for 
Producer Gas Equipment’—George M. 
Parker, Industrial Fuel Engineer, Mis- 
sissippi River Fuel Corp., St. Louis, Mo. 

Address—‘“Gas Dispatching and Operation 
of Transmission Pipeline Systems’—S. H. 
Chadwell, Columbus, Ohio. 

Address—Speaker and subject to be se- 
lected 

Report of Committee on Final Resolutions. 

Closing Remarks and Adjournment. 
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R. G. Soper, president of the Dallas Gas 
Company 


IXTY-EIGHT THOUSAND 

smokeless chimneys guard the 
spotless skyline of Dallas, Texas, 
which will greet delegates to the Nat- 
ural Gas Department convention to be 
held in that city May 5-8. This is 
the city of which Dr. William Mc- 
Andrew, former superintendent of the 
Chicago public schools, recently said: 
“It is almost unbelievable to look out 
on such a fine, clear day. Your gas 
heating is a fine thing in comparison 
to the grime and dirt of Northern 
cities, where coal is used for heating 
purposes.” 


Integrated Gas System 

Safeguarding the sparklingly clear 
atmosphere of the Southwestern me- 
tropolis is a natural gas system which 
ranks among the foremost in the Na- 
tion for efficiency and leadership. Out- 
growth of the manufactured gas com- 
pany which was incorporated in 1874 
to serve the city’s 1200 residents with 
gas lighting service, The Dallas Gas 
Company today maintains 800 miles of 
natural gas lines serving 70,000 domes- 
tic, commercial and industrial users. 

Shortly before the advent of natural 
gas to the city in 1910, the gas com- 
pany was serving about 1500 domestic 
meters with 500 B.t.u. manufactured 
gas. Cooking and lighting were the 
only uses to which it was put, the 
company serving some 500 arc lights 
throughout the business section of the 
fast-growing little city which, com- 
bined, used about as much gas as one 
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Dallas—Next Stop for 
Natural Gas Men 


range. Heating in those pre-natural- 
gas days was practically a prohibitive 
matter, as the price of gas then was 
$1.60 per 1,000 cubic feet for lighting 
and $1.40 per 1,000 cubic feet for 
cooking. If a customer used both 
services, two meters had to be main- 
tained at his residence so he would be 
billed correctly. The lighting system 
was taken care of by one man, with 
a buckboard cart and a little mule, and 
the entire send-out per day averaged 
around 500,000 cubic feet. 
Foreshadowing today’s home service 
department were the services of a 
demonstrator for the new-fangled gas 
cook stoves. For at least a week in 
each prospect’s home the demonstrator 
would have to use the stove, to satisfy 
the customer that it really was safe 
. and even then the company 
often had calls asking them to remove 
the “contraption” and bring back their 
old wood stove. 


Like the city it serves, the gas com- 
pany enjoyed a rapid growth. A few 
months after it turned natural gas into 
its main lines in 1910, it was serving 
8,743 meters instead of the 1,500 
which had been the top figure of arti- 
ficial gas days. By 1920 it had 31,341 
customers and five years later it was 
serving 57,107. The next five years 
saw the number of its customers in- 
crease to 66,041 while today its cus- 
tomers fall just short of 70,000 meters. 

Constancy of its gas supply is as- 
sured by five main lines of the Lone 
Star Gas Company which enter the 
city gates at five points. These five 
city gate measuring stations step the 
main line transmission pressure down 
to from 12 to 25 pounds, at which 
pressure the gas is sent through the 
intermediate high pressure system of 
the city. One hundred district regu- 
lator stations are required within the 
city to cut these pressures down to the 





Downtown Section of Dallas 
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The Dallas Gas Company building 


4 ounces carried on the low pressure 
distribution system. The two systems 
combined include a total of 800 miles 
of pipe line. 

With approximately 475 employees 
the year round, the company’s annual 
payroll averages more than $500,000. 
Its taxes last year amounted to a total 
of $295,636.42. Annually the com- 
pany spends around $200,000 on con- 
struction work, including extensions 
and replacement of mains and services. 

A fleet of 78 automobiles is neces- 
Sary to carry on the activities of the 
company, and the drivers manning the 
fleet have established safety habits 
which won them first place in their 
division of the National Safety Coun- 
cil’s safe driving contest for the first 
half of the current campaign. 

The home service department in 


1935 executed 18,699 orders, consist- 
ing of installations as well as calls 
made to inspect and adjust appliances. 

Practically all homes and industries 
in Dallas use natural gas service, and 
this city is one of the most thoroughly 
gas-fired of any city in the country. 
The annual domestic consumption is 
about 80,000 cubic feet per customer. 

The Dallas Gas Company, which is 
a subsidiary of the Lone Star Gas 
Corporation, is supplied from the lines 
of the Lone Star Gas Company, which 
is the pipeline company supplying gas 
wholesale at the city limits of Dallas. 
The pipeline company draws gas from 
about 31 fields in Oklahoma and 
Texas, and has about 4,500 miles of 
pipe line, forming a network over 
North Texas and Southern Oklahoma. 
It is ideally situated from the stand- 
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point of gas reserves, as it has gas fields 
on all four sides of the system, bringing 
natural gas to its central markets from 
the four points of the compass. 

One of the handsome new buildings 
of Dallas is that of The Dallas Gas 
Company, a fourteen story structure 
occupied by the Dallas Gas Company 
and a number of offices of the Lone 
Star Gas Company. The Lone Star also 
has a building of its own adjoining 
that of The Dallas Gas Company. 
Visiting gas men will find in the base- 
ment of this new building spotless gas 
engines generating electricity, gas- 
fired boilers, and a gas air condition- 
ing system, and will be attracted by 
the pleasing appointments of the cus- 
tomers’ lobby. 

L. B. Denning, president of the 
American Gas Association, is president 
of the Lone Star Gas Corporation and 
was one of the founders of the Lone 
Star Gas System in Texas. He ob- 
tained the first incorporation papers 
for the Lone Star in 1909 and ever 
since has been a leader in developing 
the gas service in this section. Richard 
G. Soper is president of The Dallas 
Gas Company. He came to Dallas 
from Michigan just about the time 
natural gas reached Dallas, and has 
gtown up in the past twenty-five years 
with the development of the company. 


Elected President 
of Tampa Gas Co. 


OSCO NETTLES, manager of Tampa 

Gas Co., Tampa, Florida, since 
1910, was elected president of the com- 
pany at the annual meeting of the stock- 
holders February 25. He succeeds John 
Gribbel, Philadelphia and Mountain 
Lake, who was elected chairman of the 
board. 

Mr. Nettles will continue as manager. 
Other officers elected are John Bancker 
Gribbel, son of the former president, 
vice-president and treasurer; Harry M. 
Eberhard, secretary; Peter O. Knight, 
general counsel; J. H. Bock, assistant 
manager; H. P. Anderson, comptroller 
and assistant treasurer; R. V. Wayne, 
assistant comptroller; Annie B. Smith, as- 
sistant secretary, and Harry S. Dossel, 
business manager. 

Mr. Nettles has been connected with 
the company for the past 34 years, start- 
ing as a clerk in the office. He was ap- 
pointed manager at the age of 24 and was 
at that time said to be the youngest man- 
ager of a gas plant in the United States. 
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F Washington can be taken as a 

barometer, the Mystery Chef's ra- 
dio program is a huge success. In this 
area all signs point to a constantly in- 
creasing number of listeners who are 
eager for his recipes and cooking hints 
and receptive to his gas cookery mes- 
sage. But even before the success of 
the program was established it was 
our opinion that the program deserved 
every bit of promotion we were capa- 
ble of giving it, for—at last—some- 
thing is being said, something is being 
done, something is being accomplished 
along the proper educational line to 
impress modern gas cookery favorably 
in the minds of homemakers. 

For years the gas utilities’ fight 
against an ever-growing competition 
has been random and disorganized. As 
many as four or five or more years ago 
the present national menace to the in- 
dustry’s mainstay load was fully recog- 
nized, yet until 1935, when the first 
National Gas Range Sales Contest was 
launched under the sponsorship of the 
American Gas Association, no tangi- 
ble and wnified effort had been made 
to present the superiority of gas cook- 
ing to the women who will really de- 
cide whether or not cooking eventually 
will be done by gas or electricity. 

Although many in the gas industry 
realized that competitors for the cook- 
ing load were making many claims det- 
rimental to gas as a fuel for cooking, 
the only apparent reaction was a veiled 
admission that the situation might be- 
come very serious. But, like the in- 
sidious effect of a falsehood as defined 
by Jonathan Swift in his famous essay 
on “The Art of Political Lying,” these 
unchallenged claims were doing irrep- 
arable damage. Without comparing 
competitive claims to falsehoods let me 
quote: 


“It often happens that, if a lie be be- 
lieved only for an hour, it has done its 
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Our Experiences with 


Washington Gas Light Co., 
Washington, D. C. 


By Witmor R. SQuieR 


Advertising Manager 


work, and there is no farther occasion for 
it. Falsehood flies, and truth comes limping 
after it, so that when men come to be un- 
deceived it is too late; the jest is over, and 
the tale has had its effect: like a man who 
has thought of a good repartee when the 
discourse is changed or the company parted; 
or like a physician who has found out an 
infallible medicine after the patient is 
dead.” 


Counter-Attack Necessary 


So the main structure of our busi- 
ness has slowly but surely been at- 
tacked without serious rebuff or coun- 
ter-attack on our part. Perhaps it has 
not been as serious as all this, but the 
fact remains that during the past five 
years the public, that body of people 
whose education to the advantages of 
modern gas cookery is essential to the 
industry, has been neglected. It is 
true that individual gas companies 
have not been idle. Each of them have 
carried on merchandising activities in 
a steady effort to replace worn, out-of- 
date equipment with modern gas 
equipment, yet there had been no 
agreement on the merchandising or 
educational methods that should be 
employed to do a decisive national and 
local selling job. 

The Mystery Chef program, with 
the coordinated thought of the execu- 
tives of gas utilities throughout the 
east, is a definite step in the right di- 
rection and the apparent results from 
the first three months of broadcasting 
have not only accomplished a great 
deal in themselves, but have been the 
incentives for ‘tie-ins’ through news- 
paper, direct mail, billboard, and all 
other advertising media to tell essen- 
tially the same. story. 

In Washington the first step toward 
“tie-ins” was to inform each employee 
of the Washington Gas Light Com- 
pany and affiliated companies about 
the purpose of the broadcasts and to 
request their reactions and the reac- 
tions of friends, relatives and acquaint- 


ances. This was done by letter and 
with each letter went a copy of the 
Mystery Chef's new recipe book. 

The wives of all male employees of 
the new business department were re- 
quested to listen to the program and 
to inform us of their reactions. Thus 
employee interest was stimulated. 

Announcement of the program to 
customers was made through bill in- 
serts, four different sets of which have 
been printed locally. to feature the 
local station and time and the fact that 
our Own company is a sponsor. These 
inserts are to be sent out with bills at 
different months during the year to 
maintain and promote interest. On 
the reverse side of each insert is 
printed a potent sales story on gas 
as a cooking fuel. 


Tie-in Features 


Brightly colored truck posters were 
placed on both sides of all of the com- 
pany’s rolling stock and display signs 
were featured in the Commercial Office 
and in the company’s windows. 

An unusual and effective tie-in is 
the placement during each broadcast of 
a radio, built into a small portable dis- 
play, in the company’s model kitchen 
located on the display floor, where all 
customers entering the offices may hear 
it. On the display sign is the wording 
“This is the Mystery Chef now broad- 
casting.” 

In addition to all this, much of 
the company’s range advertising fea- 
tures the Mystery Chef, with headings 
such as “The Mystery Chef—famous 
radio cooking authority—recommends 
a Modern Gas Kitchen” and “The 
Mystery Chef recommends a Modern 
Gas Range—what is it?” 

Another and less commercial type 
of newspaper advertising features the 
Mystery Chef in phantom form in a 
cartoon strip headed “The Mystery 
Chef takes the Mystery out of Good 
Cooking.” 

All this has helped tremendously to 


(Continued on page 134) 
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Rochester Gas and Electric Corp., 
Rochester, N. Y. 


Y the time this article appears in 
print we shall have distributed 
15,000 copies of the Mystery Chef's 
recipe book, “Be an Artist at the Gas 
Range.” That fact furnishes convinc- 
ing proof of the popularity of the 
Mystery Chef's radio program, spon- 
sored under a cooperative arrangement 
by a group of gas companies. 
Our president, Herman Russell, is 
a keen student of radio and we have 
used this medium rather extensively, 
both for institutional messages and 
for sales campaigns. As one of the 
earnest advocates of enlarged and ex- 
panded advertising campaigns, both 
national and local, by the gas indus- 
try, Mr. Russell saw in the Mystery 
Chef program an opportunity to focus 
more attention on the gas range. Re- 
sponse to date, through letter and per- 
sonal comment of listeners, demon- 
strates the soundness of his belief. 
The distribution of recipe books re- 
flects directly the appeal of the pro- 
gram, because in Rochester we care- 
fully refrained from announcing in the 


cL 


Photograph which appears on the cover of the Mystery Chef's latest cook book, “Be An 


By Artuur P. KELLy 


Public Relations Department 


newspapers that free copies were avail- 
able. With the exception of one lim- 
ited calendar announcement the cus- 
tomer had to hear the announcement 
over the air in order to know about it. 
Of course, there may be some women 
who have asked for books without 
hearing the program, as the result of 
information received from a neighbor, 
but a check at the Service Counter, 
where the books are distributed, shows 
that an overwhelming majority of 
them do hear the program and like it. 


Transcriptions Effective 
At first we had some fear that an 


electrical transcription program might _ 


not have the pulling power of a direct 
chain pickup, because of a real or fan- 
cied prejudice against “‘canned’’ radio. 
WHAM in Rochester is tied in with 
the WJZ chain and, as the program is 
broadcast over WEAF, it was necessary 
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Artist at the Gas Range.” Thousands of copies of the book have been distributed to gas users 
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the Mystery Chef Program 





to take it here by transcription. Appar- 
ently this has had little or no effect. 
Most listeners couldn’t tell you, or 
didn’t care, whether it was a tran- 
scribed or direct program. 

The feature of the program that 
seems to have the strongest appeal for 
our customers is the low cost of dishes 
prepared according to the Mystery 
Chef's recipes. “‘I like his recipes be- 
cause they can be prepared cheaply,” 
many women say as they apply for 
their copies. Others speak approvingly 
of the way in which he glorifies cook- 
ing, raising it to the dignity of an art 
rather than the monotony of a dull 
and routine chore. 

“What did we do to introduce the 
Mystery Chef to Rochester audiences ?” 

Our campaign was fairly simple and 
inexpensive. A week before the pro- 
gtam opened we ran daily “teaser” 
ads in the newspapers. These ads 
were one column, five inches in size 
and carried the caption: “Who Is 
He?” Below the caption was a cut 
depicting the head of a handsome chap 
with a black mask over his eyes. These 
teaser ads ran for seven days with 
daily change of copy leading up to the 
final ad, which tied in the stunt with 
Station WHAM as a radio feature. Up 
to the final ad, however, the public 
did not know whether it was a new 
movie star, stage actor, singer or radio 
artist. Teaser copy ran something like 
this: “Millions of Women Will Thrill 
to His Words.” “He'll Be as Popular 
as Clark Gable.” “He'll Make Thanks- 
giving Day Come Twice a Week” (ran 
the day before the holiday). 

In addition to our newspaper ads we 
broadcast short announcements over 
Station WHAM, beginning two days 
before the first program. Our home 
service girls distributed 5,000 Mystery 
Chef calendars to the homes. The 
dates of the broadcasts were imprinted 
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in red on a three months’ single-sheet 
calendar. For several weeks after the 
program started, in our own home 
service department we made the dishes 
suggested by the Mystery Chef. Then 
we displayed them in one of our front 
windows, with appropriate explana- 
tory cards, suggesting that “You, too, 
can make these appetizing dishes by 
following the radio programs of the 
Mystery Chef.” These attracted much 
attention from pedestrians. 


First Broadcast Brings Results 

Apparently the modest preliminary 
campaign produced results because im- 
mediately following the opening broad- 
casts our telephone lines were tied up 
with calls for copies of the book, and 
this in spite of the fact that the Mys- 
tery Chef definitely stated they would 
not be available for two weeks. We 
followed his broadcast with an an- 
nouncement of our own, telling listen- 
ers we would inform them when the 
books were ready. So eager were the 
customers to get the books, however, 
that they ignored both these announce- 
ments. For several weeks we followed 
the broadcasts with statements that the 
books could be obtained only through 
a personal call, but requests still poured 
in. We established a policy of not 
mailing the books unless a person ac- 
tually called at the office and found the 
supply depleted, in which case, as a 
matter of good will, we took the name 
and forwarded the copy when received. 
Because of the wide coverage of sta- 
tion WHAM we received requests 
from Canada, New England and the 
Middle Atlantic States. We informed 
these people that free distribution was 
confined to our own customers, offer- 
ing to send a book on receipt of ten 
cents to cover its cost to us and mail- 
ing. We received many requests for 
books from other communities where 
the gas company is also a sponsor, 
some people in those towns evidently 
depending entirely upon station WHAM 
for their radio entertainment. These 
we relayed to the companies concerned. 
We received some rather pathetic let- 
ters. One came from a woman far in 
the backwoods of Canada, snowed in 
for the winter, and possessing only 
an old-fashioned wood stove, yet de- 
sirous of improving her meals by fol- 


lowing the Mystery Chef's recipes. Of 
course, we sent her a book. 

I have an idea from letters received, 
that some companies not cooperating 
in the sponsorship have had a hard 
time explaining to customers, who 
picked up the program, why they did 
not have the books and presume some 
system will be worked out to make 
books available to them (at a higher 
price than to participants) as a matter 
of general good will for the gas indus- 
try. 

One of the most interesting letters 
we received came from a woman liv- 
ing about fifty miles from Rochester. 
Thwarted in her ambition to become 
a famous pianist she is finding an out- 
let for her talent in becoming a mas- 
ter cook. Here is a quotation from 
the letter: 

“I was perfectly amazed at the way in 
which you have simplified the most intricate 
recipes, many of which I have never been 
able to work out properly. The sixty or so 
household hints alone are worth the price 
of most cook books. Perhaps you may be 
interested to know that you have inspired 
within me a desire to be a true artist of 
cookery. I have considered myself a musi- 
cian but with little ready money to further 
pursue this vocation, I had become discour- 
aged. One wants to be able to do at least 
one thing well and to be a good pianist has 
always been my desire. After listening to 
your program I began to understand what 
you were trying to tell us: I had never 
quite thought about an artist at the gas 
range. I love to cook and already have been 
successful in trying out your recipes. I be- 
lieve that I can become an excellent cook if 
you are willing to help me. May I have the 
privilege of sending you a list of questions 
from time to time?” 


It is impossible at this time to give 
any accurate report as to the value of 
the broadcasts in causing wider use of 
ranges and consequent increase in gas 
consumption. Recent gas consumption 
has shown a gain, but I imagine it 
might be hard to convince the men at 
the head of our gas department that it 
was the Mystery Chef rather than the 
long-continued cold spell that was re- 
sponsible. For many weeks Rochester 
was buried under the biggest snowfall 
of years with the mercury continually 
flirting with the zero mark and gas 
grates and gas ovens doing overtime 
duty in house heating. We do believe, 
and this belief is based upon many 
conversations with customers when 
they applied for their recipe books, 
that the programs have stimulated 
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among housewives a desire to do a 
better job of cooking and it is fair 
to assume that increased culinary pro- 
ficiency will tend to encourage more 
extensive use of the principal cooking 
tool—the gas range. 

We place our imprint, “Compli- 
ments of the Rochester Gas and Elec- 
tric Corporation” and the radio dates, 
on the back of each copy of the recipe 
book that we give out. Each person 
who receives a book signs a receipt 
card, on which she also fills out the 
age of her gas range and _ states 
whether it is insulated and has clock 
control. These cards are being turned 
over to the sales department for such 
use as it may wish to make of them. 
We instruct our clerks who give out 
the books, however, not to press for 
full information about the range if the 
customer seems reluctant to give it. 
Too much pressure to obtain sales in- 
formation would jeopardize all the 
good will gained from a free distri- 
bution of the book. We find that 
most people, when asked merely to 
sign a receipt for the book will volun- 
tarily write in the answers to the ques- 
tions on the receipt card. 

Summed up, it is my opinion that 
the Mystery Chef programs can be 
credited with three major accomplish- 
ments. They are stimulating interest 
in home cooking; they are building 
good will for the sponsoring com- 
panies, and they are providing the 
domestic sales department with a good 
list of prospects. 


WASHINGTON GAS LIGHT 
COMPANY 
(Continued from page 132) 
enlist interest in the program in Wash- 
ington while at the same time taking 
advantage of the Mystery Chef's ex- 
cellent reputation by connecting him 
definitely to a recommendation of 
modern gas equipment. 

All requests for the recipe book 
must -be made at the company’s offices 
where the names and addresses of the 
recipients are recorded by an attractive 
“information girl” in the lobby, who 
actually presents the books to cus- 
tomers. In each book is placed a per- 
sonalized letter from the general sales 
manager reminding them of the pro- 
gram and calling to their attention the 
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services rendered by the home service 
department which are at their dis- 
posal. To date some 2,400 cookbooks 
have been given to customers in this 
manner. 

Such remarks from customers as “I 
couldn’t live without the Mystery 
Chef’s first book and I heard that his 
mew one is even better” and “his 
books contain more common sense and 
practical ideas than any cookbooks I 
have ever seen” are frequent. Like 
other radio personalities it has been 
found that the Mystery Chef has his 
share of ardent admirers. Many women 
have said that they fell in love with 
his voice. 


We believe the Mystery Chef is do- 
irig an excellent job of acquainting 
the public with the unusual virtues of 
gas as the modern fuel; that his con- 
vincing sales talk is doing much to 
break down the association of gas as a 
fuel with the old-fashioned gas ranges 
still in so many kitchens; and to estab- 
lish firmly in the minds of all that gas 
is the fuel of the future! And, while 
the Mystery Chef is ‘‘cutting the ice” 
for gas, a splendid opportunity is af- 
forded all participating companies to 
follow in his wake with gas promotion 
of every nature. And an excellent 
foundation is being laid for the pro- 
spective national advertising program. 





Random Letters from the 
Mystery Chef’s Mail Bag 


INCE the Mystery Chef began 
broadcasting cooking talks over 
a network of radio stations on the 
Eastern seaboard a few months ago, 
hundreds of letters have been received 
from housewives who are enthusiastic 
over his recipes and talks. Without 
exception the group of participating 
gas companies have been satisfied with 
the results and wholeheartedly en- 
dorse his program. 
Following are only a few of the let- 
ters chosen at random from the Mys- 
tery Chef’s mail bag: 


“Thank you so much for teaching me 
over the radio how to make a marvelous 
pie, and how to make soups that are ex- 
cellent. Even meats are much improved 
by using your method in cooking.” 

S. M. M., 
Lanesboro, Pa. 





“I am so thrilled with your broadcasts 
and your book on cooking that I just had 
to write and tell you. Having discarded 
all other cook books, I have yours only as 
a reference. Every recipe I try I like better 
than the one before. Furthermore, I have 
told all my friends of you and your book, 
and just think of all the lucky husbands 
because of you and your wonderful rec- 
ipes.” 

M. T., 
Wollaston, Mass. 





“I can’t express in words just how much 
help you have given me. I was always able 
to cook, but never did I have as much con- 
fidence as now, thanks to you. I have 


tried, and made a success, of every recipe 
in your book.” 
A.C. B., 
Marblehead, Mass. 





“I recently obtained your latest book on 
‘How To Be an Artist at the Gas Range 
and wish to compliment you on having is- 
sued such a fine cook book.” 

W.M.H., 
L. I., New York 





“I enjoy your broadcasts very much and 
everyone of the recipes is delicious. Not 
one has failed me yet where others have. 
I hope you will continue your broadcasts.” 

WA: T., 
Philadelphia, Pa. 





“So glad to hear you again. I became 
a good cook after following your directions 
and I have told my friends to listen to you 
the same as I do. Wishing you and your 
dear wife health, happiness and prosperity.” 


New Bedford, Mass. 





“As I was one of your former ‘fellow 
artists’ I was glad to hear of your return 
to the air. I have heard most of your 
broadcasts and enjoy them immensely. I 
am a good cook (with your help), but I 
cannot make a good pound cake yet. I got 
one of your new books—enough said.” 

M.E. D., 
No. Weymouth, Mass. 





“I like your recipes very much. I always 
listen to your talks over the air and enjoy 
them. I would like to get my food bill as 
low as I can and have everything I want 
to eat. Also I want to learn to cook every- 
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thing perfect. I am not satisfied with my 
cooking. Please help me right away.” 


Woronoco, Mass. 





“I have had wonderful success with all 
your recipes taken over the radio. I am a 
mew cook and need a world of advice on 
the subject.” 

M.D., 
Greenwich, N. Y. 





“I have your latest cook book from our 
gas company. I think it is simply grand 
because it is so complete in every little de- 
tail.” 

S. W., 
Pittsfield, Mass. 





“I have always followed your program 
with interest and have your new and splen- 
did cook book. Thank you so much for 
the many tips you have already given me.” 

T. M. T., 
College Point, N. Y. 





“I want to express my personal appreci- 
ation of your broadcast. It is a joy and a 
rare opportunity to be able to obtain the 
recipes of one who is evidently a gourmet. 
Thank you again for the help you are giv- 
ing an inexperienced cook.” 

G. F.D., 
New Milford, Conn. 





“Just a word of commendation for your 
good work. Seems difficult to adequately 
praise your work without taking on an ap- 
pearance of ‘spreading it on.’ 

“Evelyn and I were married a little over 
a year ago. Till then, she never even 
touched a pot or pan. Since marriage we 
have both worked to get our feet on the 
ground, so she had no time to experiment 
with recipes as did our mothers. 

“Through the mail, one of your old 
cook books was presented her. Without 
previous experience, not one single piece of 
meat, not one bit of vegetable, not one 
crumb of pastry has been spoiled in prep- 
aration or baking. Don’t forget however 
that your directions were followed re- 
ligiously. 

“Since it is impossible to hear your 
broadcasts, and inasmuch as the old cook 
book is well-nigh worn, we are endeavor- 
ing to get one of your new recipe books 
through our local gas distributor, the Pub- 
lic Service Company in Paterson. 

“You might suggest over the radio, that 
the Rector who hands one of your Recipe 
Books’ to each bride, along with the mar- 
riage certificate, will find a higher average 
of happiness in the couples. No ‘arguments 
at meal time (things will be too tasty)— 
hence no upset digestion—hence longer 
life—better dispositions, etc. . . .. 

“Again with best thanks for your con- 
tribution in making our lives run more 
smoothly.” 

W.D.L., 
Paterson, N. J. 
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Dealing with Dealers 


MONG the 
most hardy 

of the perennial 
problems which 
come up year after 
year at utility as- 
sociation meet- 
ings, and are dis- 
cussed in thou- 
sands of confer- 
ences and conver- 
sations between 
conventions, is that one popularly 
named “Dealer Cooperation.” It has 
been a problem since the gas stove 
was invented in the eighties, and the 
fact that it is still so frequently dis- 
cussed indicates that no complete solu- 
tion has yet been reached. 
This is not to say that 
there is no answer. As a 
matter of fact dealer co- 
operation has been solved 
many times during the 
past forty years and 
through many workable 
plans. However, most 
solutions have not en- 
dured the test of time 
and almost none of them 
have been of general ap- 
plication beyond the in- 
fluence of the personality 
of the man or men who 
conceived them. The 
reason for this lies in the multiplicity 
of the factors involved. First, it is a 
business problem. Unless the utility 
executive recognizes that the dealer is 
in business for profit and the dealer 
realizes that the utility is in a com- 
petitive business in which appliance 
sales are a vital necessity, there can 
be no effective cooperation. Secondly, 
it is a public relations problem in- 
volving the relation between the utility 
and fellow merchants who are at the 
same time its customers and citizens 
of the community which has granted 
it a franchise. Thirdly, it is a human 
problem in which the utility executive 
must see eye to eye not only with a 
group of merchants, each one an in- 
dividualist, but also and at the same 
time with his own company’s salesmen 


Clifford Johnstone 








*See appendix for text of this agreement. 





relation between 


By CuirrorD JOHNSTONE 


Managing Director 
Pacific Coast Gas Association 


who look to him for the establishment 
of policies through which they can 
earn their living. Through it all is 
the appliance manufacturer exerting his 
influence now this way, now that, to 
the very legitimate end that he secure 
as much of the business in that par- 
ticular community as he possibly can. 

Notwithstanding the conflicting and 
at times irreconcilable components of 
the problem, sufficient progress has 
been made in several localities to prove 
that dealer cooperation can be success- 


First, dealer cooperation is a business problem. Un- 
less the utility executive recognizes that the dealer is in 
business for profit and the dealer realizes that the utility 
is in a competitive business in which appliance sales are 
a vital necessity, there can be no effective cooperation. 

Secondly, it is a gga relations problem involving the 

e utility and fellow merchants who 
are at the same time its customers and citizens in the 
community which has granted it a franchise. 

Thirdly, it is a human problem in which the utility 
executive must see eye to eye not.only with a group of 
merchants, each one an individualist, but also and at the 
same time with his own company’s salesmen who look 
to him for the establishment of policies through which 
they can earn their living —CLIFFORD JOHNSTONE. 


ful and that when successful it is a 
valuable aid to sales. 

In instances where dealer coopera- 
tion has been successful for any length 
of time, the utility executives have 
invariably started with a realization 
that the average dealer does not want 
the utility to sell appliances and if he 
is to be reconciled to this practice some 
advantage must be given him. This 
advantage is usually a thorough and 
convincing exposition of the value to 
him of general utility sales promotion 
and promise of actual aid in making 
his own sales. 

The utility executive must also real- 
ize that while the average independent 
merchant is an individualist in his 
own right he is at the same time well 
organized to work with his fellow mer- 
chants through his association. He ex- 


pects and has every right to be treated 
as an equal by the highest company 
executives and any attempt to regi- 
ment or bully him through fourth 
assistant sales managers or young in- 
experienced dealer representatives will 
be resented. 

In working with dealers it is help- 
ful to have an organization through 
which to work as it provides a forum 
for the discussion of the plans and 
policies which come up in multitudi- 
nous detail and the public discussion of 
which removes any possible thought 
that the utility may be playing favor- 
ites. To be successful this organization 
must be strictly under dealer control, 
the utility bearing the major burden 
financially perhaps but 
demanding only the one 
vote it is entitled to. A 
notable example of this 
type of organization is 
the Gas Appliance So- 
ciety of California which 
has operated with great 
success in the territory 
of the Pacific Gas and 
Electric Company since 
1918. There are now 
similar organizations in 
San Diego, California and 
Portland, Oregon. It is 
well to restrict the mem- 
bership of these organi- 
zations to the territory of one gas com- 
pany handling broad matters of policy 
over larger areas through the existing 
forums supplied by State Furniture, 
Plumbers and Hardware Associations 
and the parallel associations represent- 
ing gas companies. The statement of 
Cooperative Trade Principles adopted 
by the American Gas Association in 
1931, and approved by several national 
dealers’ organizations, is an instance of 
this type of planning. The Merchan- 
dising. Principles promulgated by the 
New England Gas Association as out- 
lined by George Jaquet in the A. G. A. 
MonrTHLY of August, 1935, is another 
notable instance. Still another exam- 
ple is the agreement made in 1934 
between a group of California gas 
companies and the California State 
Master Plumbers’ Association* which 
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has since been renewed without change. 

The secret of success with such 
agreements is that their provisions be 
scrupulously observed, that complaints 
be promptly investigated and corrected, 
and that meetings and correspondence 
required continue to be handled by 
ptincipal executives with authority to 
make immediate decisions. The pro- 
vision in the California agreement 
calling for two yearly meetings of the 
Joint Steering Committee has proved 
to be of great benefit as at each meet- 
ing the faith and confidence which 
must be the base of all cooperation is 
renewed and extended through the 
frank discussion of complaints, rumors 
and such undermining influences. The 
Trade Relations Representative of the 
Pacific Coast Gas Association acts as 
secretary of this committee and is in 
frequent touch with all its members. 

Valuable and necessary as these 
national and statewide agreements are, 
the real test of cooperation comes in 
the day to day contacts between dealers 
and utility personnel in local situa- 
tions. There is no place here for stiff 
necks, arbitrary rulings, ambiguous 
statements, mental reservations and the 
like. Dealers everywhere are about 
the same... . . they want to do all 
the merchandising or else... .. In 
every dealer group there are irrecon- 
cilables to whom the “‘else’’ means war, 
but the majority are reasonable, broad- 
gauged business men who can and will 
play ball in accordance with fair rules 
which work both ways. 


Gas Sales Come First 


Cooperation must start with the 
fundamental concept on the part of 
the utility that it is primarily selling 
gas, and that its gas appliance business 
is only an incident thereto. From here 
it is easy to take the next step and 
agree that a properly selected gas ap- 
pliance sold by a dealer is just as good 
a load builder as one sold by the 
utility itself. From then on the rest is 
detail—plenty of detail. 

In the first place there can be no 
effective dealer cooperation if the 
utility management requires its sales 
department to finance its activities out 
of merchandising profits. There is a 
lot more to selling gas than that, and 
real money should be credited to a 
sales department for the gas which it 








sells and for the services which it puts 
imto use irrespective of whether the 
appliance was sold by dealer or com- 
pany. There must be funds available 
for promotion work in support of 
dealer sales, and no sales manager 
likes his department to operate con- 
tinuously in the red. The entire utility 
personnel, particularly salesmen and 
servicemen, must be imbued with the 
cooperative policy and in a way that 
appeals to their self-interest or there 
will be incidents of direct competition 
which will destroy confidence and 
ruin the best intentioned plan. 


Fatal Practices 


Other fatal practices are an insist- 
ence on the part of the utility for the 
exclusive right to sell certain makes 
of appliances; the conduct of sales 
campaigns of which dealers have not 
been informed or in which they can- 
not participate; the sale of closeouts 
at less than cost; the sale of any mer- 
chandise at any time that does not di- 
rectly use gas, and the sale of gas 
appliances at prices which the dealer 


cannot meet. Sales managers are all 


familiar with these “‘don’ts” but man- 
agement officials sometimes find them 
hard to learn. Not necessarily fatal 
but always dangerous are such practices 
as the setting of high direct sales mer- 
chandise quotas for company sales- 
men; consigning appliances to dealers’ 
floors in the vain hope that he will 
push them ahead of competitive appli- 
ances in which he has an investment; 
making a handling or warehouse 
charge on appliances sold to a dealer 
and for which the company acts as 
jobber ; paying salesmen more for direct 
sales than for sales made for a dealer 
on the same merchandise; frequent 
wobbles in policy and method not pre- 
viously discussed with dealers; per- 
suading the dealer to undertake pro- 
motional work beyond his capacity 
and on which he is bound to lose 
money; and practically any form of 
dealer coddling. He must be treated 
on a business basis and as an equal. 
It may be argued that to discuss this 
matter negatively by listing a series 
of “don'ts” is not the proper way to 
present it. The truth is that there are 
so few. “don'ts” and so many “dos” 
that it is the only practical method of 
presentation. The “don'ts” are funda- 
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mental to all situations; the ‘‘dos” will 
vary from place to place depending 
upon past antagonism, the severity of 
competitive fuel conditions, and the 
habits and cooperative experience of 
local dealers. Any plan will work that 
is fair and gives the gas company sales- 
man no more advantage than it gives 
each dealer. One “do” is important. 
There must be unrelenting supervision 
by management. Sales departments and 
salesmen are only human and want to 
make a showing, and will use every 
loophole in the plan to increase their 
earnings or their apparent results. 
Real dealer cooperation must come 
from the top, and management officers 
should keep fully informed as to pro- 
gtess and results. A little occasional 
sleuthing on their own accounts, shop- 
ping trips by themselves and members 
of their families to dealers’ sales floors 
will be most revealing as to dealer 
attitude toward gas in general and the 
company in particular. 

Nothing herein is new as is evi- 
denced by the conclusion reached by 
C. H. Nettleton in a paper read before 
the American Gas Light Association 
in 1896. Mr. Nettleton said— 


Hard Work Essential 


“When I started this paper I 
thought it possible to prove one system 
better than any other....I be- 
came convinced that the facts would 
not warrant any such conclusion. 
There are a number of good plans and 
the whole question of success turns on 
the quality and quantity of work with 
which the plan is pushed. . . . A rea- 
sonable amount of ability and an im- 
mense amount of hard work will bring 
success with almost any plan.” 

Old as the problem is and in spite 
of many glowing descriptions of its 
solution, it is still very much alive and 
its fundamentals in need of occasional 
restatement, particularly in view of the 
intense competition which gas now 
has everywhere. The rewards for amic- 
able dealer relations are great and for 
active dealer support still greater. As 
competition forces rates down, the 
need for volume sales becomes more 
apparent and it is doubtful if any com- 
pany can carry the sales burden not 
only alone but in the face of the con- 
stant sniping and opposition of the 
dealers of its community. Active dealer 
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support is particularly important to 
companies who are facing stiff com- 
petition and to which the loss or gain 
of a few customers may mean the dif- 
ference between red and black ink. 


APPENDIX 


Agreement Between Cali- 
fornia Gas Companies and 
Master Plumbers Ass’n 


Preamble 

N the interests of better service to the 

public, and recognizing the constant 
need on the part of the gas utility com- 
panies to maintain and increase their loads, 
and realizing the resulting necessity for 
their taking a prominent place in the stimu- 
lation of markets for gas utilizing appliances, 
and believing that the master plumbers of 
the State of California, through their State 
Master Plumbers Association, can be of 
inestimable assistance in this work, to the 
furtherance of mutual interests and to their 
own immediate profit, the following is 
adopted as a 


Cope OF FAIR TRADE PRACTICES 
Sales 

1. The gas utility companies will con- 
tinue their present policy of refusing to sell 
gas utilizing appliances to their employees 
except for their own personal use and then 
only at such prices as do not work a hard- 
ship on dealers handling similar appliances, 
reserving the right, however, to make such 
prices to their employees on distinctly pro- 
motional appliances as may be deemed 
necessary to introduce such appliances and 
to build for them an ultimate public ac- 
ceptance. It is urged that gas utility com- 
panies give serious consideration to the 
more extensive use of affidavits in connec- 
tion with such employee sales, as a further 
safeguard against possible abuse of this 
purchasing privilege. 

2. Retail prices shall be strictly main- 
tained in accordance with the accepted gen- 
eral sales prices prevailing at the time and 
in the locality affected. 

3. The use of unfair sales arguments, or 
of sales arguments derogatory or untrue 
regarding appliances offered for sale 
through other channels, is strictly pro- 
hibited, and disregard of this rule should be 
summarily dealt with. 

4. The making of impractical installment 
sales and the granting of abnormally ex- 
tended terms and excessive trade-in allow- 
ances are prohibited. 

5. After a sales policy has been declared 
and put into effect it shall not be radically 
changed, except as an emergency measure, 
without the proposed change first being 
made the subject of a conference between 
the parties hereto who may be affected. By 
this means a feeling of mutual confidence 
will be engendered and maintained, but this 
clause must not be interpreted as granting 


to any party the right to dictate in any way 
the sales policies of any of the other parties 
hereto. 


Service 


The extent of the service to be rendered 
to their consumers by the gas utility com- 
panies is clearly set forth in the Gas Serv- 
ice Bulletin (Third Edition), of the Rail- 
road Commission of the State of California, 
from page 55 of which is quoted the fol- 
lowing: 


“The mere fact that the consumer has 
complained of poor gas service indicates 
that something is wrong and requires a 
visit from the service man. As the serv- 
ice man must make the trip it is good 
business for the utility to instruct him to 
do everything that he reasonably can to 
satisfy the customer while he is on the 
ground, and if this necessitates the ad- 
justment of an appliance or the clearing 
of a house line of naphthalene or water, 
such work should be done free of charge. 
If, however, in order to remedy a faulty 
condition, it would be necessary to do 
extensive work in changing house piping 
or repairing appliances, the service man 
should advise the consumer to this effect 
so that he may know where the trouble 
lies and either call a plumber or an ap- 
pliance dealer.” 


While this clearly establishes the require- 
ments pertaining to the free service to be 
rendered by the gas utility companies, it is 
recommended that this service requirement 
be confined, to as great an extent as possi- 
ble, to emergency work and work of a 
minor nature, and that in all instances 
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where a preliminary survey indicates re- 
quirement for extensive use of labor or 
material the consumer be so advised and a 
recommendation be made that he call in 
his plumber to do the necessary work. 


New Line Extensions 


The Railroad Commission of the State of 
California has laid down certain definite 
rules, only under which the gas utility com- 
panies may extend their gas service lines 
into new territory. These rules make neces- 
sary, in practically all cases, a complete 
business survey of the territory proposed 
to be served and the signing up of sufficient 
new business to meet the requirements of 
the Commission rules. It is believed, how- 
ever, that the plumbing trade may be of 
great assistance in building up this required 
load and it is strongly urged that they be 
notified as early as possible of all such 
contemplated extensions and that they be 
given every opportunity to participate in 
the sale of gas utilizing appliances in con- 
nection with such extensions. 


Local Conferences 


Because of conditions peculiar to the 
territories served by the several gas utility 
companies and in some instances to the 
several territories served by the same gas 
utility company, problems of a purely local 
nature will arise from time to time. All 
such local difficulties shall be made the 
subjects of local conferences between the 
parties hereto who may be affected, to the 
end that amicable and satisfactory conclu- 
sions may be locally arrived at. 


(Continued on page 159) 





“If You Could Only Cook” with Gas 





Alert to the opportunity presented by the showing of the motion picture, “If You Could 

Only Cook,” starring Jean Arthur and Herbert Marshall, the Brooklyn Borough Gas Com- 

pany arranged to display this modern gas range in the lobby of a local theatre during the 
week of February 18-25 in connection with the picture 
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I SERVE 


Over six hundred years ago Edward the Black Prince was first called Prince of 
Wales; since then the eldest surviving son of the King of England has been cre- 
ated Prince of Wales by the King. 


Following the custom of those chivalrous and romantic days the first Prince of 
Wales assumed a crest or badge, of three ostrich plumes—so familiar to all of us— 
together with the motto, "I Serve.” And this device bas been adopted by each of 
his successors. 


Not only has it been adopted, but it has been lived up to. In our own, generation 
the late King Edward VII is probably better remembered for the Entente Cordiale 
and the maintenance of international peace when Prince of Wales rather than for 
his successful reign as a powerful sovereign. 


And the present Prince of Wales has endeared himself to most of the nations 
and has found a particularly warm spot in the hearts of America by his winning 
personality and charming democracy. He has, in effect, been a special ambassador 
to the world and his service to his nation has been of the highest order—and right 
truly have he and his grandfather lived up to their old motto.—"I Serve.” 


In our own country, the greatest democracy of the world, not only the army and 
the navy, but every individual holder of public office, federal, state or municipal 
takes upon himself the solemn obligation “TI Serve.” 


And in. our industry, from President to yard man, this same motto is applicable— 
especially applicable. 


The very foundation and heart of our industry is SERVICE from morning 
to night, all through the night, and every day in the year, year after year, with- 





out ceasing. 











ERVICE: hackneyed and over- 

worked as it is, there still is no 
word which so exactly connotes the 
greater part of that which all public 
utility organizations render to their 
customers. In the great majority of 
cases, service along with whatever the 
actual commodity may be, is given self- 
lessly and without stint. 

In the almost overwhelming catas- 
trophes due to flood waters, which 
have encompassed so many of the na- 
tion’s communities, following hard 
upon an unusually severe and sustained 
winter, the spirit of service has been 
responsible for many heroic and un- 
sung deeds. 

Where public utility service has 
been maintained, in whole or in part, 
where it may have been temporarily 
discontinued and ultimately restored to 
supply the vital needs of the public, 


both that maintenance and that restora- 
tion have required, far beyond the call 
of duty, individual and collective serv- 
ice of the highest order. 

Largely on account of technical rea- 
sons and the economics of transporting 
taw materials as well as transmission 
of gases, it will be found that gas 
properties are frequently located in the 
lower elevation areas of the cities and 
towns. Thus production, storage and 
other equipment is susceptible like all 
other property in those areas to the 
effect of long continued or unusually 
severe flood conditions. That the man- 
ner in which gas service has been ren- 
dered in a score of communities under 
most distressing and exacting condi- 
tions is a matter for pride and con- 
gratulation goes almost without say- 
ing. For some of the facts, however, 
we must, pending the long aftermath 


AMERICAN GAS ASSOCIATION MONTHLY 139 


of the necessary mopping up, rely 
upon more or less scattered items and 
other news sources as they come to our 
attention. It is our hope that in an 
early issue of THE MONTHLY a fairly 
complete story of how the industry met 
the requirements of the situation may 
be available for our readers, whereby 
the industry may not only be enabled 
to pay tribute to those who have so 
successfully carried the burden and the 
responsibility, but perhaps there may 
be developed therefrom some useful 
lessons for the future. As a matter of 
fact this issue of THE MONTHLY has 
been delayed beyond its customary 
time on account of the effect of the 
flood waters upon the plant of our 
printer in the State of Vermont. 

New York State Electric & Gas 
Corporation employees were reported, 
in the Buffalo press, to be living in an 
improvised hotel at the works, and 
when their efforts failed natural gas 
was piped into the mains from nearby 
fields. . 

In Richmond, Virginia, it was 
stated in the report of gas being again 
normally supplied, that George H. 
Whitfield, director of public utilities, 
had suggested raising the boilers to a 
height beyond reach of flood waters, 
regarded as a sounder proposal than 
constructing a wall around the gas plant. 

The New York metropolitan press 
reported that leading public utility 
groups were throwing all available 
facilities into the various flood areas 
together in order to restore light, heat, 
communications and water service to 
the areas hardest hit. The Consoli- 
dated Edison Co., the Brooklyn Edi- 
son and Consolidated Telegraph & 
Electrical Subway Companies dis- 
patched eight trucks and twenty pumps 
to Easton, Pa., by means of a relief 
train destined for the Pennsylvania 
flood area. 

Loans of special equipment and 
personnel from other gas companies 
to their less fortunately situated breth- 
ren seem to have been the order of the 
day, knitting the industry even more 
closely together in the common cause 
of rendering service to our customers. 

—A. GoRDON KING. 
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Gas Heats Navy Pier at Chicago 


HAT is believed to be the larg- 

est unobstructed exhibit space 

in the world—a space 67 feet wide 
and 2,300 feet long, on Chicago's 
Navy Pier—is now being heated by gas. 
The pier, which extends a half mile 
into Lake Michigan at the foot of 
Grand Avenue, close to downtown 
offices and hotels, has long been recog- 
nized as one of the city’s most attrac- 
tive locations for conventions, exposi- 
tions, and other shows. The difficulty 
of heating the pier, however, has un- 
til now prevented its use during the 
























Workmen installing the pressure regulators 
which serve each of the 60 twin-unit gas 
heaters installed at Navy Pier, Chicago. 
Pressure, reduced from six pounds to six 
inches at subheaders, is further reduced at 
the burners to three inches to assure con- 
stant uniformity of operation 


winter months, when most conven- 
tions are held. 

The unusual shape of the exposi- 
tion hall, especially its extreme length, 
made it almost impossible to consider 
heating it from any central heating 
plant. In addition, the exhibit space 
is exposed to the weather at top and 
bottom, as well as on all sides. An- 
other difficulty was that the compara- 
tive narrowness of the hall made it 
undesirable to use any heating equip- 


By WINFIELD Foster 


The Peoples Gas Light & Coke Co., 
Chicago 


ment which would encroach on the 
floor space. 

All of these difficulties, however, 
have been overcome in the heating in- 
stallation just completed by the Rob- 
ert Gordon Company of Chicago. The 
heating equipment consists of 60 twin 
gas unit heaters, especially designed 
and manufactured by the Surface Com- 
bustion Company for this installation. 


These heaters are placed 40 feet apart 
along the south wall of the exhibit 
space. Each twin unit has a consump- 
tion rating of 400,000 B.t.u.’s per hour. 
Air is circulated by two squirrel cage 
rotary blowers mounted on a single 
shaft, and driven by a 1 hp. motor at 
a speed of 600 R.P.M. Each twin unit 
will heat and circulate 5,800 cubic feet 
of air per minute. 

The heaters are hung from roof 
members 10 feet above the floor. Di- 
mensions are 4 feet in width, 3 feet 
in depth, and 3 feet in height. Air is 
supplied to the heaters by a cold air 
intake running from each heater to 
within 3 feet of the floor. Each intake 
is supplied with a manually controlled 
damper so that inside or outside air 
can be circulated. The intake has a 
cross sectional dimension of 4 feet by 
1 toot. Except for unusually crowded 
conditions, it is expected that most of 
the air will be re-circulated from the 
inside. 

The installation is calculated to 
maintain a temperature of 70° within 
the exposition space, even with the 
outside temperature at 20° below zero. 
It is contemplated that the fans on 


op NE 


One of three expansion loops in the 2,300 feet of gas building piping serving the beaters. 
Each loop is calculated to allow for nine inches of expansion, a total of 27 inches for the 
2,300-foot length 
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the heaters will be used during the 
summer for ventilating the exhibit hall. 
The capacity of the fans makes it pos- 
sible to change the air completely 
every eight minutes. 

For use in mild weather the controls 
on each heater make it possible to 
shut off one of the twin units, and 
thus heat only half of the air which is 
circulated through the unit. All con- 
trols were manufactured by Minne- 
apolis-Honeywell Regulator Company, 
and are installed on a panel below 
each heater. 

In order to secure an adequate sup- 
ply of gas for the installation The 
Peoples Gas Light and Coke Company 
of Chicago laid 7,000 feet of gas 
main, 3,000 feet of 12-inch, and 4,000 
feet of 6-inch diameter. This main 
carries gas at pressures between 21, 
and 6 pounds per square inch. Gas pres- 
sure is lowered at three sub-headers, 
where Reynolds reducing valves lower 
the pressure to 6 inches. Each of the 


sub-headers supplies twenty of the 
heating units, and each heating unit 
has a regulator which reduces the pres- 
sure at the burner from 6 inches to 3 
inches. 

Gas is metered through a Connors- 
ville rotary orifice meter with a capac- 
ity of 35,000 cubic feet per hour. This 
meter is housed and kept at a tempera- 
ture of not less than 40° by a 30- 
gallon automatic water heater with 
radiation connected and surrounding 
the meter. 

This heating installation, one of the 
largest in the country, emphasizes the 
unique flexibility of gas. The instal- 
lation was made at approximately half 
of the cost of a central heating plant, 
and the suspension of the heating 
units from the ceiling releases valu- 
able floor space for exhibition pur- 
poses. Heating of this space has al- 
ready insured a number of conventions 
which the city would otherwise have 
lost. 





Canadian Journal Urges Adoption 
of A. G. A. Approval Standards 


VERY gas man should preach the 

value of approved gas appliances in 
the opinion of The Intercolonial Gas 
Journal of Canada. The journal, March 
1 issue, states editorially: 

“If there is one thing that has helped to 
bring the gas industry out of a decline that 
was inevitable under old conditions of 
things some fifteen years ago, when no at- 
tempt was paid to the value of efficient and 
safe gas appliances, it has been the estab- 
lishment of a laboratory where the safety 
and efficiency of an appliance could be 
assured. The people of Canada and the 
United States have been returning to gas 
within recent years because they have been 
convinced that a modern and approved gas 
appliance is one of the most satisfactory 
household commodities that can be used 
for heating purposes. They have been con- 
vinced that a tested and approved appli- 
ance is an asset to any home. They have 
appreciated the up-to-date styles and effici- 
ent operation of modern gas ranges, water 
heaters and other domestic appliances, and 
without question will stick to gas, if the 
gas industry as a whole itself appreciates 
that it has been approved. 

“However, if gas utilities do not strictly 
demand approved gas appliances, that is, 
appliances showing the Seal of Approval, 
and not those that are claimed to be built 
according to the required specifications, 
there will soon be a reaction, and present 
gas users will look elsewhere for their 
domestic cooking and water heating equip- 


“What we now want is the enthusiastic 
support of every gas utility in selling only 
approved gas appliances for domestic serv- 
ice. Once let a loophole appear for the 
temptation to put on the market cheaper 
and shoddier gas appliances, then things 
are going to be pretty bad for gas. It 
need not be if we all insist on approved 
goods, appliances that have requirements 
for their construction, safety and efficiency 
at the testing laboratory. 

“We admit that it is not always possible 
to put through every gas appliance made 
for testing, if it is of a type or style where 
no heavy demand for the same exists, but 
where such is the case it ought not to be 
difficult to see that the said contrivance at 
least meets the required specifications, and 
would, if tested, pass the tests demanded by 
the laboratory. Let us all work together 
for more and more cooperation for the 
adoption of approved gas appliances.” 


Changes Name 


IHE name of the Consolidated Gas 

Company of New York was officially 
changed to the Consolidated Edison Com- 
pany of New York, Inc., on March 23. 
The change in name, affecting only the 
parent company of the group of gas and 
electric companies doing business in New 
York City and Westchester County, was 
authorized by stockholders at the annual 
meeting on March 16. 
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Named As Director of 
U. S. Chamber 





George S. Hawley, president of the Bridge- 
port Gas Light Company, Bridgeport, Conn., 
and director of the American Gas Associa- 
tion, has been elected a director of the 
United States Chamber of Commerce, rep- 
resenting the New England district, to fill 
the unexpired term of Edward S. French, 
resigned, Bostonrailroad official. Mr. Hawley’ s 
term will expire in the spring of 1937 





Founder of Tappan Stove 
Company Dies 


ILLIAM J. TAPPAN, one of the 

founders of the Tappan Stove Com- 
pany, Mansfield, Ohio, widely known 
manufacturers of gas ranges, died unex- 
pectedly in Cincinnati, February 20. At the 
time of his death Mr. Tappan was chair- 
man of the board of directors of the com- 
pany. He was 75 years of age. 

He was born August 23, 1860, in 
Covington, Kentucky, later moving to Bel- 
laire with his parents, Mr. and Mrs. 
Thomas S. Tappan. In 1881 he was instru- 
mental in founding the Ohio Valley 
Foundry Company, and in 1889 he brought 
the company to this city where it was 
known as the Eclipse Stove Company for 
a number of years, during which time he 
served as secretary-treasurer. 

In 1918 the company was incorporated 
and two years later became known as the 
Tappan Stove Company, with Mr. Tap- 
pan as its president. Although he retained 
this title until 1928 and then became chair- 
man of the board, he had retired from the 
active management of the company in 1915. 

After establishing his company in Mans- 
field, he became associated with the late 
Burton Preston, Sr., and E. O. Townsend 
in founding the Globe Steel Company, 
which is now the Globe Steel Abrasive 
Company, and for a number of years served 
as president of it. At one time Mr. Tap- 
pan was also a director in the old Farmers 
Bank Company. 
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National Contests 


E fine con- 
testnow being 
conducted by the 
A. G. A. E. M. 
Water Heater Di- 
vision encourages 
me to write about 
the National Con- 
tests in the gas 
appliances field. 

Since June 
1918, the Ameri- 
can Gas Association has been uniting 
the gas industry into one large co- 
operative family. This cooperative 
spirit has been expanding into a new 
field; namely, national appliance con- 
tests. 

The Refrigeration Committee of 
the American Gas Association was 
founded in 1924 with H. D. Valen- 
tine as the first chairman. Since 
then, there have been ten chairmen; 
namely, N. T. Sellman, Consolidated 
Gas Company, New York, N. Y.; 
W. H. Gill, Washington Gas Light 
Co., Washington, D. C.; R. L. Hal- 
lock, The Brooklyn Union Gas Com- 
pany, now with Servel, Inc.; George 
Ostlund, Consolidated Gas Company, 
New York, N. Y.; James A. Sackett, 
Kings County Lighting Company, 
Brooklyn, N. Y.; Cyrus Barnes of 
Charles H. Tenney & Company, Bos- 
ton; R. A. Malony, Philadelphia Gas 
Works, now with Bridgeport Gas 
Light Company; J. J. Quinn, Boston 
Consolidated Gas Company and B. H. 
Gardner of the Gas & Electric Appli- 
ance Company, Columbus. 

In the spring of 1933, this com- 
mittee launched its first national ap- 
pliance sales contest. Its motive was 
to unite another phase of the gas in- 
dustry in its forward march. 

The results of this first refrigeration 
contest, entitled ‘““The Ice Cube Con- 
test” under the leadership of Cyrus 
Barnes, chairman of the Refrigeration 
Committee, were so encouraging that 
each year a new contest has been run. 

In 1934, 7,000,000 meters were 
registered for an inspirational ‘‘Go- 
Getter” Contest in a stirring fight for 





F. E. Sellman 


Reprinted from A. G. A. E. M. Bulletin, 
February, 1936. 


By F. E. SELLMAN 


Chairman, Gas Refrigerator Division, 
Association of Gas Appliance and 
Equipment Manufacturers 


the honor of winning the Blue Vase. 
This contest took place during April, 
May and June. The hundreds of 
registered gas companies were grouped 
into six divisions and competed for 
28 grand awards and 18 monthly 
awards. 

Recognition of the value of par- 
ticipation in national American Gas 
Association Refrigeration Campaigns 
brought 9,000,000 meters into the 
contest in 1935 with hundreds of 
additional companies uniting in the 
“Prosperity Cup” Campaign. For the 


first time, gas company salesmen were 
given an opportunity to participate in 
the national awards. Seven Prosperity 
Cups and 600 cash awards were dis- 
tributed as monthly and grand awards 
to leading gas companies and sales- 
men. 

Each of these contests has helped 
to make the succeeding contest better 
and fairer to all contestants regardless 
of whether they were large or small; 
manufactured or natural gas com- 
panies. 

This year, a contest is under way 
which from advanced indications will 
surpass all other performances. 

The Refrigeration Committee of the 
American Gas Association has shown 
that there could be a united front. 





Advertising Series Dramatizes 
“Sagas of Gas” 
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Two of the series of institutional advertisements 


OMBINING the romantic history of 

the gas industry with a note service 
to modern society, The Bryant Heater 
Company, Cleveland, Ohio, has prepared a 
series of six striking institutional adver- 
tisements for the use of the industry. Called 
“Sagas of Gas,” the series is offered with- 
out charge to gas companies. 

None of the advertisements contains a 
reference to the purchase of gas equipment 
but each is designed to create a feeling of 
interest in the gas industry and its back- 
ground. The stories told in the advertise- 
ments have been taken from dramatic in- 


cidents in the history of gas and its de- 
velopment as a modern fuel. 

In reference to the purpose of the series, 
J. F. Doherty, Jr., advertising manager of 
The Bryant Heater Company, says, “The 
series will probably mean nothing in the 
line of immediate gas sales. It is not meant 
to. Its approach is sidewise. It uses 
human interest to create human interest, to 
build sympathy, and as a result to create a 
willingness to hear, what there is to be 
said about the products that the gas com- 
pany has to offer. It is a new approach to 
gas merchandising.” 
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Affiliated Association Activities 


Mid-West Convention in 
Minneapolis 


PEAKERS of national prominence as 

well as local executives and operating 
men are included on the program of the 
31st annual convention of the Mid-West 
Gas Association which meets at Hotel 
Radisson, Minneapolis, Minn., April 13-15. 
Representatives of national associations on 
the program include: Hugh S. Magill, 
president, American Federation of Inves- 
tors, Inc., Chicago; Major Alexander For- 
ward, managing director, American Gas 
Association; and George E. Frazer, repre- 
senting the Association of Gas Appliance 
and Equipment Manufacturers. 

The advance program announced by R. 
B. Searing, secretary-treasurer of the as- 
sociation, contains addresses by important 
speakers on gas cooking, house heating, 
water heating, commercial equipment, ap- 
pliance servicing, and other vital phases 
of the industry. In addition there will be 
a talking film presented by the Northern 
States Power Company, entitled “A Cycle 
of Service.” 

The Minneapolis-Honeywell Regulator 
Company, located in Minneapolis, has in- 
vited all delegates to a luncheon to be 
served at the factory Tuesday noon, April 
14. The luncheon will be followed by an 
inspection trip through the factory. 


Southern Gas Association 


Elects New Officers 


E. MEADE of the New Orleans 
e Public Service Inc., was chosen presi- 


dent of the Southern Gas Association to . 


succeed C. B. Gamble of the Birmingham 
Gas Company during the annual conven- 
tion of the association held February 19-22 
at New Orleans, La., in conjunction with 
the Southern-Southwestern Regional Gas 
Sales Conference, sponsored by the Com- 
mercial Section of the American Gas As- 
sociation. 

More than 250 delegates, mostly from 
southern states, were present at the meet- 
ing which is generally regarded as one of 
the best ever conducted by the association. 
A strong program of business topics was 
presented by many able speakers. Presi- 
dent L. B. Denning brought the greetings 
of the American Gas Association to the 
delegates. 

Chester May of the Community Natural 
Gas Company, Dallas, Texas, was elected 
first vice-president, and H. G. Bonner of 
the Knoxville Gas Company, second vice- 
president. S. L. Drumm of the New Or- 
leans Public Service Inc., was re-elected 
secretary-treasurer. 

New directors chosen were: 

Jack Dyer, Jacksonville, Fla.; C. B. 
Wilson, Little Rock, Ark:; W. H. McInnis, 
Memphis, Tenn.; W. E. Derwent, George 
D. Roper Corp., of Rockford, Ill.; W. A. 


Hudson, Birmingham Gas Company. They 
will serve with E. B. Ballinger, American 
Stove Company, St. Louis, Mo., C. K. 
Patton, Dallas Gas Company, and C. F. 
Carter, Nashville Gas and Heating Com- 
pany, who were re-elected. 


Missouri Meeting Opens 
April 29 in St. Louis 


IHE Missouri Association of Public 
Utilities will hold its annual conven- 
tion this year on April 29, 30, and May 1 
in St. Louis, Mo., at Hotel Jefferson. 
C. E. Michel, Union Electric Light & 
Power Company, St. Louis, is president. 
About 250 delegates are expected to attend. 
Among the speakers and their subjects 
will be: “Electricity in the Olden Days— 
and Now,” Alex Dow, Detroit, Mich., 
president, Detroit Edison Company; 
“Through the Years in the Gas Industry,” 
L. B. Denning, Dallas, Texas, president, 
American Gas Association; “Hazards to 


Water Supply Due to Faulty Plumbing,” 
W. Scott Johnson, sanitary engineer, St. 
Louis Health Department; “Rural Electri- 
fication in Missouri,” D. W. Snyder, Jr., 
Jefferson City, Mo., president, Missouri 
Power & Light Company; ‘Looking Back- 
ward to See Forward,” Gardner S. How- 
land, Chicago, Ill., general manager, elec- 
tric shops, Commonwealth Edison Com- 
pany; “Where Are We Going, And Why?” 
Louis H. Egan, St. Louis, Mo., president, 
Union Electric Light & Power Company; 
“Service,” H. T. East, Chicago, Ill., Public 
Service Company of Northern Illinois; 
“Welcome to St. Louis,” E. P. Gosling, 
St. Louis, Mo., president, Laclede Gas 
Light Company; ‘More Safety, Less Acci- 
dents,” J. M. Strike, St. Joseph, Mo., St. 
Joseph Railway, Light, Heat & Power Com- 
pany. 

A safety meeting will open the conven- 
tion on the afternoon of April 29. J. M. 
Strike, chairman of the Accident Prevention 
Committee, will preside. 

Five electric and gas companies have 





Convention Calendar 


APRIL 


2 New Jersey Gas Association 

Berkeley Carteret Hotel, Asbury 
Park, N. J. 

6-8 A. G. A. Distribution Conference 
Peabody Hotel, Memphis, Tenn. 

13-15 Mid-West Gas Association 
Hotel Radisson, Minneapolis, Minn. 

27-30 U. S. Chamber of Commerce 
Washington, D. C. 

29-May 1 Missouri Association of Public 

Utilities 


Jefferson Hotel, St. Louis, Mo. 


MAY 


5-7 Pennsylvania Gas Association 
Lodge of Sky Top, Sky Top, Pa. 
5-8 A. G. A. Natural Gas Convention 
Baker and Adolphus Hotels, Dallas, 
Texas 
11-14 National Fire Protection Association 
Atlantic City, N. J. 
20-21 Indiana Gas Association 
Purdue University, West Lafayette, 
Ind. 
22 A. G. A. Executive Conference 
Hotel Traymore, Atlantic City, N. J. 
25-26 A. G. A. Industrial Gas Section—Gen- 
eral Commercial and Hotel and Restau- 
rant Sales Symposium 
Mayflower Hotel, Washington, D. C. 
25-27 A. G. A. Production and Chemical Con- 
ference 
Hotel New Yorker, New York City 


JUNE 


1- 4 Edison Electric Institute 
St. Louis, Mo. 


17-20 American Society of Mechanical Engi- 
eers 


Dallas, Texas 


Wk. 22 National Association of Master Plumb- 
e 


Ts 
Buffalo, N. Y. 


22-26 American Institute of Electrical Engi- 
neers 
Pasadena, Calif. 


29-July A. fan Society for Testing Mate- 
als 
Atlantic City, N. J. 


JULY 


6-8 Michigan Gas Association—Michigan 
Electric Light Association 
sare, Goma Hotel, Mackinac Island, 
ich, 
6- 9 American Home Economics Association 
Olympic Hotel, Seattle, Wash. 
8-10 Canadian Gas Association and North- 
west Conference Pacific Coast Gas As- 
sociation 
Hotel Vancouver, Vancouver, B. C. 


SEPTEMBER 


7-12 Third World Power Conference 
ashington, D. C. 


Wk. 3) American Transit Association 
White Sulphur Springs, West Va. 


OCTOBER 


19-23 American Society for Metals 
Cleveland, Ohio 


Wk. 26 A. G. A. Convention 
Atlantic City, N. J. 


NOVEMBER 


9-12 American Petroleum Institute 
Chicago, Ill. 
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entered contestants in the Employees’ 
Speaking Contest to be held on the eve- 
ning of April 29. All employees are 
eligible, and contestants are being chosen 
by company eliminations. There will be 
separate contests for men and women. The 
subjects will be: For women, “The 
American Home—How the Utilities Help 
Build It”; for men, “The Utility’s Part in 
the Development And Growth of the 
Community.” 

The entertainment program is being ar- 
ranged by a committee under the chair- 
manship of Hermann Spoehrer, Union 
Electric Light & Power Company, St. Louis. 


Pennsylvania Gas Association 
Convention 


LANS for the annual convention of 
the Pennsylvania Gas Association 
which will be held at Skytop, Pa., May 
5-7 are progressing rapidly. At the Tues- 
day evening banquet, May 5, the speaker 
will be C. S. Ching, assistant to the presi- 
dent, United States Rubber Company, who 
will talk about “Industrial Relations.” At 
the banquet the following night, Professor 
G. W. Dyer, Dean of Men, Vanderbilt 
University, Nashville, Tenn., will discuss 
“What the Future Holds for the Public 
Utility Industry.” ; 
On May 6, distribution, production 
and customer relations subjects will be 
under the direction of W. G. B. Wood- 
ring, chairman, of the Allentown-Bethle- 
hem Gas Company, P. T. Dashiell, The 
Philadelphia. Gas Works Company, and 
Henry Flanegan, Philadelphia Electric 
Company, respectively. On May 7 the 
session will be devoted to accounting and 
new business topics under the chairmenship 
of J. W. Mackie, of the Delaware Power 
& Light Company and H. S. Christman, of 
The Philadelphia Gas Works Company. 
The Entertainment Committee has 
promised two novel evening programs and 
in addition there will be golf tournaments 
on the afternoons of the convention. 


McCarter Medal Awarded 


N the presence of a large group of his 

fellow workers, Frank E. Wachter, meter 
reader of the Public Service Electric and 
Gas Co., Camden, N. J., commercial office, 
was presented a McCarter Medal, March 4, 
for having revived by the prone pressure 
method of resuscitation a man who was 
overcome by gas. 

The resuscitation for which Mr. Wachter 
was honored was performed September 11, 
1935, in Camden. Physicians at a Camden 
hospital said that Mr. Wachter’s prompt- 
ness and application of the prone pres- 
sure method saved the victim's life. 

The medal and certificate were presented 
by Arnold E. Ohlson, assistant to the direc- 
tor of the safety education department. Mr. 
Wachter was congratulated both by Mr. 
Ohlson and William A. Major, Jr., agent, 
Camden office. 
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Employees Honored for 


Life Saving 





Employees of the Rockland Light and Power Company, Middletown, N. Y., who have been 
awarded McCarter medals. They are, left to right: Daniel A. Smith, William J]. Skinner, 
Charles H. Pearce, Walter B. Clark, Wilton B. Decker, and John Mason. 


N an impressive ceremony, February 

20, the men shown in the photograph 
above, all employees of the Rockland 
Light and Power Company, Middletown, 
N. Y., were presented with McCarter 
medals and certificates at the quarterly 
meeting of the Mutual Benefit Associa- 
tion of the western division of the com- 
pany. Each of these men had performed 
acts of courage and devotion to duty in 
connection with the resuscitation of per- 
sons overcome by gas. 


Praises Men 

The awards were presented by F. L. 
Lovett, vice-president and general man- 
ager, who complimented the men highly 
on not only this particular occasion but 
also on several other unsuccessful efforts 
at resuscitation. These included work on 
a boy who had fallen into the Delaware 
River and on a man who had been over- 
come by carbon monoxide gas in his 
garage. 

The medal winners and the first aid 
teams located also in Middletown and 
Nyack, have performed similar public 
acts over the last ten years for which 
they have received considerable favor- 
able comment. They have also instructed 
members of the local police and fire de- 
partment and the Boy Scouts organiza- 
tion in artificial resuscitation. The west- 





ern division at the time of the meeting 
had completed 527 days without a lost- 
time accident. 


Philadelphia Gas Elects 
Reed Vice-President 


UDSON W. 

REED, engi- 
neer with The 
United Gas Im- 
provement Com- 
pany, has been 
named executive 
vice-president of 
The Philadelphia 
Gas Works Com- 
pany. The Board of 
Directors of the 
P. G. W. Company 
approved the ap- 
pointment at a 
meeting late yesterday. 

Mr. Reed was connected with various 
types of manufacturing companies from 
1900 to 1912, and he then entered the 
utility field by entering the Day and Zim- 
mermann organization. 

From 1919 until 1928 he was a con- 
sultant in industrial engineering, and from 
1929 to 1931 he was general manager of 
The Shaw Crane Works, Muskegon. He be- 
came associated with the U. G. I. in 1931. 


Hudson W. Reed 
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New Monograph Gives Back-Pressure Data 


ONOGRAPH 7 of the United States 

Bureau of Mines, Department of the 
Interior, issued recently with the coopera- 
tive assistance of the Natural Gas Depart- 
ment, American Gas Association, reports 
detailed results of several years of re- 
search pertaining to gaging and control of 
natural gas wells. This volume shows how 
back-pressure data on natural gas wells 
may be applied advantageously in produc- 
tion practices, thereby conserving natural 
gas resources for efficient utilization. 

The capacities of natural gas wells to 
produce gas usually have been described in 
terms of the “open-flow” delivery and the 
shut-in pressure at the wellhead. One of 
the common methods of determining the 
“open-flow” capacity of a gas well is to 
measure the impact pressure with a Pitot 
tube while the well is flowing “wide open.” 
Such practice, however, wastes gas, and the 
data obtained do not furnish adequate in- 
formation about the ability of gas wells 
to deliver gas into pipe-line systems. 

If wells are allowed to blow unrestricted 
at the wellhead to test their open-flow ca- 
pacities there necessarily is a loss of a 
large volume of gas to the atmosphere, 
especially from wells whose rate of stabili- 
zation of pressure-flow conditions is slow, 
requiring long “blowing” to attain equilib- 
rium. E. L. Rawlins and M. A. Schell- 
hardt, the authors of Monograph 7, state 
that if an average interval of 30 minutes 
had been required to obtain stabilized flow 
during the tests conducted on 221 gas wells 
in the Texas Panhandle field, which had a 
combined open-flow capacity of approxi- 
mately 5,500,000,000 cu.ft. of gas per 24 
hours, about 115,000,000 cu.ft. of gas 
would have been blown to the air and 
wasted. They point out also that such 
figures are more significant when it is con- 
sidered that former practice called for 
periodic open-flow tests throughout the 
year. 

Underground Losses 


In many wells the quantity of gas lost 
to the air is small compared with under- 
ground losses or depreciated recoveries that 
result from “open-flowing.” Extreme con- 
ditions of flow cause sand and lime forma- 
tions in wells to cave, aggravate water 
“coning,” and increase the possibility of 
trapping gas in the underground reservoir 
with water. Also, under such conditions 
of flow, abrasive material often is carried 
with the gas from the well at high velocity, 
damaging well equipment and creating an 
operating hazard. 

Another disadvantage of the “open-flow”’ 
method is that data obtained during such 
tests cannot be used as a reliable basis for 


estimating the ability of the wells to pro- 
duce gas under different operating condi- 
tions, as there is no definite relationship 
applicable to all gas wells between the 
working pressure, expressed in percentage 
of the shut-in pressure at the wellhead, 
and the delivery, expressed in percentage of 
the open-flow. 

Realizing the need for a simple, funda- 
mental method of gaging gas-well capaci- 
ties, the Natural Gas Department of the 
American Gas Association has cooperated 
in obtaining data that were essential to the 
success of this work by the Bureau. Mono- 
graph 7 is a comprehensive development 
of the fundamental basis for controlling 
and gaging natural gas wells, presented by 
H. R. Pierce and E. L. Rawlins in Bureau 
of Mines Reports of Investigations 2929 
and 2930, issued in 1929. The mono- 
graph presents a more extended discussion 
of the subject matter in the earlier publi- 
cations and describes improved procedure 
for obtaining data and analyzing results. 
In addition, it includes an analysis of the 
application of back-pressure data to gas 
production problems. 


Formula Unnecessary 


Results of tests on 582 gas wells in the 
principal gas producing areas of the 
United States show that when the rates of 
delivery from a normal gas well are plotted 
on logarithmic paper against the respective 
differences of the squares of the forma- 
tion pressure and the pressure at the sand 
face, the plotted relationship is a straight 
line conforming to a simple mathematical 
formula. Most of the interpretation neces- 
sary for applying data from back-pressure 
tests to gas production problems can be 
made from simple calculations based di- 
rectly on the plotted relationship and it is 
not necessary to use the formula. 

For practical purposes data required for 
interpretation of back-pressure tests on 
average gas wells can be observed at the 
wellheads, although the final interpretation 
of gas deliveries and the capability of wells 
to supply gas at different back pressures 
is based upon conditions in the gas reser- 
voirs. The back-pressure test is compara- 
tively easy to make, and with careful plan- 
ning there is no need for any considerable 
interruption in routine field operations 
while data are being obtained. 

The Bureau of Mines back-pressure 
method of gaging gas-well deliveries, in 
contrast with the open-flow method of 
gaging gas-well capacities, gives accurate 
measurement of delivery rates, keeps gas 
wastage at the minimum, and reduces haz- 
ards of water encroachment. The data from 
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the tests indicate not only the open-flow 
volume of a well but also its delivery capac- 
ity under normal operating conditions; 
they provide a reliable basis for controlling 
production, and are more adequate than 
open-flow data for studying gas-produc- 
tion problems caused by the presence of 
liquids in the sand, sand caving, shooting, 
clogging of sand face, and unsuccessful’ 
completion jobs. 

It is common practice in the gas fields 
to measure pressure at the wellhead, and 
under normal conditions shut-in formation 
pressures and back-pressures at the face of 
the sand can be calculated from the well- 
head data, provided the specific gravity of 
the gas, the depth of the producing stratum, 
and the diameter of the producing string 
in the well are known. The accuracy of the 
wellhead pressure determination is an im- 


portant factor in a back-pressure test. The 


authors describe the appropriate use of 
dead-weight and spring gages for measur- 
ing pressures, and of orifice meters, critical- 
flow provers, and other equipment for 
measuring rates of flow. 

Abnormal conditions in some gas wells 
are reflected by apparent inconsistencies 
when the well data are plotted. Often 
the relationship can not be represented by 
a straight line, and sometimes the plotted 
points are spaced too irregularly to permit 
a curve to be drawn through them. The 
back-pressure data then must be supple- 
mented by extending the range of pressure 
and gas-delivery rates of the test. A bot- 
tom-hole pressure gage can be used to 
measure reservoir pressure in gas wells 
when liquid conditions prevent accurate 
calculation of the shut-in formation pres- 
sure or back-pressure at the face of the 
sand. 


Application to Production Problems 


The 210 pages and 66 illustrations of 
Monograph 7 comprise a veritable text 
book on natural-gas production operations. 
After describing the back-pressure method 
in detail, the authors show the application 
of back-pressure tests to natural-gas pro- 
duction problems. Six tables readily adap- 
table for routine computation of the re- 
sults of back-pressure tests are included. 

Information gained from back-pressure 
tests can be applied to the solution of such 
natural gas production problems as the 
effect on delivery capacities of liquid in 
the well bore and in the producing forma- 
tion, the rate at which gas should be pro- 
duced, the variation in gas availability due 
to the variation in rate of flow stabiliza- 
tion, the effect of treating gas wells with 
acid, the possible effect of shooting, the 
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accumulation of cavings in the well bore, 
the changes in producing characteristics of 
a well during its producing life, and the 
storage of natural gas in depleted reser- 
voirs. 

Results of back-pressure tests on gas 
wells not only can be interpreted to give 
the open-flow delivery and gas-delivery 
capacity of individual wells but can be ap- 
plied to a group of wells in a field to de- 
termine the rate of availability of gas at 
different operating pressures for pipe-line 
requirements, thus aiding in formulation 
of development programs; also for deter- 
mining the shut-in formation pressure 
corresponding to the minimum wellhead 
pressure and rate of delivery at which a 
number of wells can be operated economi- 
cally. These data provide an important 
source of information in deciding how 
the gas wells of a system should be oper- 
ated and whether additional gas wells 
should be drilled. 

The arrangement of the material in 
Monograph 7 has been given careful con- 
sideration. The first half is as concise an 
exposition of the subject as the scope of 
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the work permits; the second half com- 
prises 10 appendixes containing many data 
that augment the body of the report. The 
appendixes deal with measurement of de- 
livery rates with orifice meters, critical- 
flow provers, choke nipples, and Pitot tubes; 
computation of pressures at the sand in a 
gas well; effect of change in temperature 
and deviation of gases from Boyle’s law 
on the calculated pressure due to the 
weight of a column of gas; maximum rates 
of flow of gas through producing strings 
in gas wells; cause and effect of errors in 
back-pressure data; experimental study of 
flow of gas through porous media; and 
experimental study of the effect of liquid 
on flow of air through porous media. 

The American Gas Association, under a 
cooperative agreement with the Bureau of 
Mines, bore the cost of printing Mono- 
gtaph 7, ‘“Back-Pressure Data on Natural 
Gas Wells and Their Application to Pro- 
duction Practices,” by E. L. Rawlins and 
M. A. Schellhardt of the Bureau's staff. 
Copies are on sale by the American Gas 
Association, 420 Lexington Avenue, New 
York, price $1.50. 





Denning Honored on Election to 
A.G. A. Presidency 





That gas-guarded sunshine of Dallas, site of the Natural Gas Convention, May 5-8, was 

out in full force when this picture was taken. of principals at the Dallas Petroleum Club's 

luncheon honoring L. B. Denning, president of the A. G. A. Left to right: Nathan Adams, 

president of First National Bank of Dallas and toastmaster; Mr. Denning; T. B. Gregory, 

chairman of the board of Lone Star Gas Corporation; and R. S. McFarland, vice-president 
of Dallas Petroleum Club 


IRIBUTE to L. B. Denning, president of 
the American Gas Association and also 
head of the Lone Star Gas Company of 
Dallas, Texas, as a man, citizen and civic 
and industrial leader was paid by members 
of the Dallas Petroleum Club at a luncheon 
at the Baker Hotel, March 10. The luncheon 
honored Mr, Denning on his recent election 
to the presidency of the American Gas Asso- 
ciation and for his work in the gas indus- 
try, with which he has been connected for 
thirty-three years. 
Nathan Adams, president of the First Na- 
tional Bank in Dallas, who presided as toast- 


master, outlined Mr. Denning’s career and 
called attention to his great service to the 
community and the nation. T. B. Gregory 
of Pittsburgh, chairman of the board of the 
Lone Star Gas Corporation, was also intro- 
duced by Mr. Adams as an honor guest. 

Under the heading, “Worthy Citizen 
Honored,” the Dallas Dispatch, March 11, 
carried the following editorial: 

“Dallas business men honored L. B. Den- 
ning with a luncheon Tuesday. The idea 
originated with the Petroleum club, the oil 
men being of a brotherhood akin to that of 
the gas industry. The primary incentive for 





the luncheon was the election of Denning 
to the presidency of the American Gas Asso- 
ciation, adding another to the long list of 
Dallas citizens who have received national 
organization recognition. 

“But the honoring of Denning was 
prompted by more than this. It was made 
enthusiastic by a local appreciation of the 
part which he has played as a citizen to 
Dallas. 

“Always modest, Denning responded to 
the presentation at the club with the asser- 
tion, ‘I didn’t do anything that somebody 
else couldn’t have done.’ But the fact is 
that he never -has shirked when called upon 
to assist in some project for the good of the 
community, and he has carried into such 
projects keen business judgment, common 
sense and an understanding of the problems 
involved and the welfare of all concerned. 

“Dallas best remembers the thorough 
manner in which he organized citizens’ re- 
lief for the unemployed before the govern- 
mental setup for this work was formed. It 
recalls, too, the wholeheartedness with 
which he has forwarded the Boy Scout 
movement in this district. In fact, it has 
always found him ready when such ability 
as his was needed in any civic undertaking. 

“The presentation of the House of Re- 
ligions at the Texas Centennial exposition 
may be looked upon by some as a nice bit of 
promotion by his company, but no one else 
proposed to undertake so fine a project. It 
reveals an appreciation of the desire for the 
best in community life. 

“And Denning, now several years a resi- 
dent of Dallas, sincerely loves his city. He 
epitomized this when he said he loved it 
‘For its freedom, its wholesomeness and its 
cheeriness,/ more than any other city in 
which he has lived. 

“Denning started life as a poor boy, ob- 
tained a teacher's certificate to make up for 
the education he lacked to permit him to 
study law under the requirements of his 
home state, and came to the position of trust 
which he fills through improving his op- 
portunities as every ambitious American 
boy hopes to advance. 

“He is a worthy citizen and a worthy ex- 
ample to young America.” 


Lone Star Safety Law 


RIVE Safely” is not a slogan in the 

opinion of Fred L. Richardson, chair- 
man of the safety committee of the Dallas 
Automobile club. When he uses it in ad- 
dressing drivers of the Lone Star Gas Co., 
of which he is assistant to the operating 
manager, “It is a law.” And these men re- 
spect it as such, 

There is proof in the fact that 216 Lone 
Star system drivers have, over a five-year 
period, travelled more than 12,149,000 
miles without a single accident of any kind. 
Achievement of this record is the result of 
months and years of drilling them on safety 
principles, and it is one of the reasons 
why Richardson is a key man in the motor 
club’s vigorous campaign to make Dallas the 
“safest city in the nation.” 
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Students Commend Natural Gas 


Home Study Course 


RATIFYING letters of appreciation 

have been received by C. M. Young, 
Professor of Mining Engineering, Univer- 
sity of Kansas, from students who have com- 
pleted the natural gas home study course 
offered at the university in cooperation 
with the Natural Gas Department of the 
American Gas Association. 

The course, consisting of 27 lessons cov- 
ering all phases of natural gas operation, 
received uniformly high praise from those 
enrolled in it. In addition frequent letters 
praising the actual conduct of the course 
and the personal attention given to each 
student have been received from various 
parts of the country. Reports from the 
university indicate that the character of 
work submitted by most of the students 
has been excellent. Interest has been main- 
tained to an unusual degree from begin- 
ning to end and those completing the 
course have expressed their complete satis- 
faction with their progress. 

Typical of the comments received is the 
letter below from William J. Giddings, 
Denver, Colorado. While Mr. Giddings 
holds a degree of Bachelor of Science in 
Mechanical Engineering, other students 
have made similar comments. The grade 
of 80 mentioned in the letter was the only 
one below 90 received by him; the others 
ranged from 92 to 100. He writes: 

“This last report, lesson 27, finishes the 
course as far as the actual written reports 


are concerned, but I will carry in my mind 
and, in the actual problems with which I 
am confronted, the valuable information 
that I have derived from the contacts I 
have made through the written reports and 
your comments by correspondence. 

“I am sure incidents will be constantly 
‘bobbing up’ and I will be reminded of 
some such problem that I have discussed 
with you or your staff, and I am sure it 
will bring back pleasant thoughts. 

“Now that I have completed the course I 
can truthfully say that it is very thorough, 
easy to understand and contains valuable 
information to the man interested in gas 
engineering. I am very pleased with my 
association with it. I believe I am proud- 
est of all of the grade of 80 I received on 
lesson IV, as it was this grade that made 
me wake up and come to my senses, so to 
speak. In college I had been used to being 
brief and to the point in such reports, but 
there I had actual contact with my profes- 
sors and they demanded such, but it took 
me four lessons of this course to realize 
that I was confronted with a different 
situation and that I must make you, to 
whom I was writing, know that I under- 
stood what I was talking about and it 
took much more explaining than with 
personal supervision. 

“I wish to thank you for your splendid 
cooperation through correspondence and I 
am very thankful for the opportunity I had 
in taking the course and enjoying the con- 
tacts which I have made. I also wish to 
express my thanks to the company for 





Employees Win McCarter Medals 





Nick Olker A. H. Slinn 


EVEN employees of The Peoples Gas Light and Coke Com- 
pany, Chicago, have been awarded McCarter medals for their 
heroic work in saving the lives of persons overcome by gas. The 
awards which are made for the successful application of the 
Schafer prone pressure method of resuscitation, were presented at 
the recent annual meeting of the Peoples Gas Club at Orchestra 
Hall. B. J. Mullaney, vice-president, made the presentations. 
The employees thus singularly honored are: Nicholas DeFinna, 
appliance adjuster; Raymond Shanaberger, fitter at north shop; 
Nicholas Olker, fitting inspector, west shop; A. H. Slinn, ma- 
chine operator, south shop; Fred Lorenz, chauffeur, refining 
plant; Howard B. White, bookkeeping division; and Arnold 


Menet, fitting inspector, west shop. 















Arnold Menet 


Fred Lorenz 


Award of medals to these men brings the total of the company’s medal winners to thirty- 
four. All of them learned to apply first aid in emergencies in the company’s safety division. 
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which I work, as they made it possible 
for me to take advantage of this splendid 
course. 

“In conclusion I wish to say that I have 
worked quite industriously on the course 
and believe it has been worth all the effort 
I have put into it and the course may 


mean more to me in the future. Should 
the opportunity come to me of acquainting 
someone else with this course, I will make 
it a point to interest the person or persons.” 

In a subsequent letter, March 9, to 
Kurwin R. Boyes, secretary, American Gas 
Association, Mr. Giddings expressed his 
pleasure at working with such men as 
Professors Young and Cobb and Director 
Ingham and Mr. Mitchell of the Univer- 
sity of Kansas. 

New enrollments continue to exceed the 
number of those completing the course. 


Dr. Fuchs Joins Penn 


State Faculty 


R. WALTER 

M. FUCHS 
has been called to 
the faculty of the 
School of Mineral 
Industries of The 
Pennsylvania State 
College as Research 
Associate Professor 
in Fuel Technol- 
ogy. Dr. Fuchs 
received the degree 
of Doctor of Phi- 
losophy from the 
University of Vienna in 1914, receiving 
the Todesco Prize of the Vienna Academy 
of Science for his doctoral dissertation. 

Professor Fuchs has a long list of pub- 
lished articles and four books to his 
credit, nearly all of which deal with var- 
ious phases of wood, peats, coal and 
related research. He will devote his 
time to graduate instruction and research 
work in the field of fuel technology, for 
which he is preeminently fitted. His 
major attention will be given to a study 
of the mechanism of coking of bitumi- 
nous coal. 

Graduate work in fuel technology 
leading to the Ph.D. degree is now avail- 
able in the School of Mineral Industries. 
There are several fellowships and as- 
sistantships open from time to time to 
graduate students of superior ability. At 
the present time four students are work- 
ing in fuel technology toward this de- 
gree. 

It is felt that the addition of Prof. 
Fuchs to the faculty~ further increases 
the opportunities at Penn State along ed- 
ucational and research lines in Fuel Tech- 
nology. The School of Mineral Indus- 
tries has recently published Circular 6, 
describing the functions of its Experi- 
ment Station, copy of which may be ob- 
tained by writing to Dr. A. W. Gauger, 
Director. 





Dr. Fuchs 
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Importance of Correct Customers’ Names 


T is, of course, essential that all gas 

companies secure and maintain the cor- 
rect mames of their customers. Unfortu- 
nately, however, in routine work where the 
human element is involved and in spite of 
constant supervision, transposition of in- 
itials and letters, mis-spelling of names and 
other similar errors occur. The existence 
of these errors does not become apparent 
until brought to the attention of the com- 
pany by the customer or until some activity 
arises that concerns the names of all cus- 
tomers appearing on the company record. 

Companies that have, because of neces- 
sity or other reason, analyzed the correct- 
ness of their customers’ names, have found 
their records from ten to twenty per cent 
incorrect. These errors, when traced, were 
found generally to have occurred in the 
handling of the following routine oper- 
ations: 


. Taking the application for service. 

. Preparing the meter service order. 

. Preparing the addressograph plate. 

. Preparing or posting to the meter 
reading sheet. 

. Re-writing meter reading sheets. 

. Re-writing ledger records. 

. Replacing worn or inadequate ad- 
dressograph plates. 
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Customer Refunds 


One major activity that discloses such 
errors and which has been experienced re- 
cently by several gas companies, is that of 
customer refunds resulting from rate con- 
troversies or rate changes. Some of these 
companies have found numerous dis- 
crepancies in their records, which, in most 
instances complicated or retarded the gen- 
eral refund procedure. Obviously the issu- 
ance of a refund check to a customer whose 
name appears incorrectly thereon will usu- 
ally cause a complaint. Such complaints, of 
course, result in the necessary correcting of 
the company records and in those instances, 
when the correct information was originally 
received, the cause for the error is some- 
times difficult of explanation. The number 
of inquiries as to the correctness of a refund 
and the manner in which it is calculated is, 
of course, sizeable and to augment this 
number by complaints due to incorrect 
names, complicates the task and increases 
its cost. 

Companies that have experienced re- 
funds have, in many instances, been con- 
fronted with having numerous individual 
amounts due customers garnisheed, this 
number varying from five to twenty-five per 


Contributed by the Customer Accounting 
Committee. 


By R. B. MILNE 


Columbia Gas & Electric Corp., 
New York, N. Y. 


cent of the total. When such court orders 
are served, an incorrect or incomplete name 
on the company records may be the reason 
for not locating or identifying the proper 
account and the cause for an erroneous an- 
swer to the court. If the company, because 
of incorrectness of its records, makes a re- 
fund that has been garnisheed, it is not 
relieved of its responsibility to the court 
or to the plaintiff for payment of the 
amount garnisheed. In the handling of the 
garnishee problem and with respect to 
names, such as Jones, Smith, Brown, etc., 
and with respect to other names where the 
first initial or both initials are alike, the 
full first name and the middle initial is of 
decided value. The obtaining of the lat- 





Accounting Section 
Luncheon Conferences 











HE record attendance at the 

Luncheon Conferences in 1935 
served as a mandate on the Account- 
ing Section to repeat the affair in 
1936. 

The Luncheon Conference Com- 
mittee realizing this insistent de- 
mand, and desiring to get an early 
start, met in Atlantic City on Febru- 
ary 8 and chose the Ritz-Carlton as 
the place where these luncheons will 
be held. 

Plans are being carefully laid to 
insure interesting and instructive dis- 
cussions. More details of the plan 
will be given in succeeding issues of 
THE MONTHLY. 
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ter information when taking the applica- 
tion for service, therefore, will prove of 
material benefit. Even with these data at 
hand there will be duplication which will 
make it impossible to identify the account 
without the customer’s address. In addi- 
tion to the full first name and the middle 
initial, the securing of the name of the 
husband or wife will subsequently aid in 
locating or identifying different accounts 
for the same customer. 

Unless the company has a correct and up- 
to-date index of its customers and unless 
this index is currently maintained by re- 
quiring new service contracts, in the event 
of deceased customers, it will not realize 
the number of accounts of this type until 
a situation arises that brings these condi- 
tions to light. The relatives of deceased 
will often continue to use service without 
changing the name of the account and at 
the time of refund will demand that they 
be given the refund from the date they 
started paying the bills, although the com- 
pany records reflect no authority for such 
refund payment. After the legal aspect in 
such instances has been discharged the com- 
pany must apportion the total refund among 
two or more individuals, involving a like 
number of refund checks to supplant the 
original check and to make all necessary 
changes in the refund records. Companies 
mailing their monthly service bills will have 
the number of these instances reduced to 
some extent as compared with those com- 
panies delivering their bills, as the Post 
Office will, under certain conditions, return 
the mail of deceased persons. The checking 
of obituary notices with customers’ accounts 
and the requirement of new service con- 
tracts after a reasonable period of time, if 
such have not been received, will tend to 
eliminate this condition. 

Marriages and divorces present the same 
problem in name corrections as deaths. The 
checking of marriage and divorce notices 
with customers’ accounts enables the com- 
pany to require a new service contract or 
to continue the account in the name of the 
person who continues to use the service. 
Bankruptcies, receiverships, assignments, 
etc., do not bear the same significance be- 
cause of the legal action involved, which 
normally results in the company being duly 
notified. 

Another situation that will, sooner or 
later, become troublesome unless properly 
controlled, is the carrying of commercial 
accounts under trade names. For example, 
“The Sample Shoe Store” may, during a 
period of five years, change ownership Sev- 
eral times. Unless the name of the account 
as carried on the company records includes 
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the name or other identification of the 
owner or representative, the various periods 
of time involved are not readily apparent. 
This will require reference to the applica- 
tion for service record. Under this situation 
and at a time of a refund several problems 
arise. It would be possible for the last 
owner or representative to receive the entire 
refund or a greater refund than that to 
which he is entitled. In either event the 
company would be confronted with the 
problem of collecting from such owner or 
representative the amount of excess refund 
and perhaps face the responsibility of pay- 
ing to the proper claimants the amount due 
them. Similarly, in the event of a garnishee, 
an incorrect report might be made to the 
court stating that a larger refund was due 
the defendant than actually existed. This 
might or might not (according to the 
amount of the claim) place the company 
in a position where it must pay to the 
court or to the plaintiff the amount reported 
and to the proper claimant of the refund 
the amount of refund due him. Aside from 
the aforementioned conditions, the carrying 
of commercial accounts, such as_ small 
shops, under trade names supported by 
proper identification of the owner or the 
representative, will simplify the collection 
of delinquent accounts, handling of custom- 
ers’ deposits and handling of accounts guar- 
anteed by others. 

Over a period of years approximately 
sixty per cent of the customers move one 
or more times. The tracing of the con- 
tinuity of such accounts becomes somewhat 
difficult where the name is incomplete or 
incorrect. At the time of refund it will 
be almost impossible to combine all ac- 
counts of one customer where differences 
in name exist. This will result in the need- 
less issuance of a check for those accounts 
which cannot be interpreted as belonging 
with another account. In the event such 
accounts are several years old there is a 
possibility that the refund will not reach 
the customer, which again penalizes the 
company in the form of resultant investi- 
gation in an attempt to determine the cus- 
tomer’s whereabouts. 

Some companies endeavor to keep the 
names of customers correct on their records 
by a periodic check with city directories, 
and periodically checking the names ap- 
pearing on the service bills with those ap- 
pearing on the service or application file. 

Those companies that have been con- 
fronted with such problems, now, more 
than ever, realize the importance of having 
customers’ names correct on all company 
records. Regardless of whether or not cus- 
tomer refunds, or other major problems, are 
anticipated, the need of correct customers’ 
names is in no wise diminished and is of no 
less importance than is accuracy and correct- 
ness in any other phase of accounting and 
record-keeping. 


Modern version: If a man_ sprinkles 
ashes on his icy sidewalk, the oil and gas 
heater salesmen will beat a path to his 
door.—Boston Herald—Feb. 14. 
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Gas Appliance Developments 








Radial Fin Cooking Top 


NEW radial fin cooking top for heavy 

duty gas ranges has been announced by 
the Standard Gas Equipment Corporation, 
manufacturers of the Vulcan line of cook- 
ing equipment. 

Tests have shown considerable savings 
in the amount of gas used to bring the 
top to working temperature and keep it 
hot. Its great efficiency, according to in- 
formation from the manufacturer, is largely 
made possible by a series of radial fins, 
forming radial flues, and cast as a part of 
the under side of the top, extending down 
to the fire brick inside the burner box. 
These fins are said to increase the absorp- 
tion surface 68 per cent. They retard the 
movement and distribute the hot flue gases 
picking up the heat units usually wasted 
and transferring them to the top where 
they can do useful cooking work, resulting 
in reduced gas consumption. 

In addition, the radial fins and flues 
distribute the flue gases to all sections of 
the top, resulting in higher temperatures 
at the sides than was formerly possible while 
still maintaining the high temperature in 





the center ring. The radial fins also serve 
to reinforce the top. 





New Domestic Gas Lamp 
Developed 


NEW gas 
lamp for 
domestic light- 
ing has been 
developed by 
the General 
Gas Light 
Company, Kal- 
amazoo, Mich- 
igan, known as 
the Humphrey 
Opalite gas 
lamp, it is a 
single mantle 
lamp designed 
for wall mount- 
ing. 

The lamp is 
easily installed 
by means of a handy bracket furnished 
with each lamp. For kitchen installations 
the gas supply can be taken directly from 
the range. In other installations 5/16 
inch O.D. flexible metal tubing can be 
led between the walls to enter the room 
directly below the lamp. It operates on 
either manufactured or natural gas at 
regular city pressure, consuming approxi- 
mately .5 cu.ft. of natural gas per hour 
or 10 cu.ft. of manufactured gas. 

This new development in gas lighting is 
the outgrowth of an insistent demand from 
the utilities for a suitable gas lamp de- 
signed for home use. It is felt that the 





lamp is particularly well adapted to furnish 
the additional light needed in so many 
kitchens. However, its application is not 
confined to the home as it is also suitable 
for the lighting of small shops, stores and 
other commercial establishments. 


New Range Series 


IHE latest series of Roper gas ranges is 

described in an attractive catalogue re- 
cently issued by the George D. Roper Cor- 
poration, Rockford, Illinois. Complete with 
photographs of model kitchens and _ illus- 
trating, step by step, the various features 
of the new ranges, the booklet is laid out 
in a manner designed to attract maximum 
interest, and with sufficient simplicity of 
explanation to be readily understood by the 
uninitiated. 


Brown Heads Globe 


HE Globe Stove and Range Division 
of the Globe American Corporation, 
Kokomo, Indiana, has announced the 
election of Mark A. Brown as president 
of the company. Mr. Brown is an execu- 
tive vice-president of the Harris Trust 
and Savings Bank of Chicago and pre- 
vious to 1928 was general manager of 
the Globe Stove and Range Company. 
Alden Chester has been made vice- 
president and general manager and A. 
Jannuzzo, plant manager. 
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Employee Sales and Prospect Development 


LIMINATING certain localities in 

which we are prohibited from mer- 
chandising, on July 1, 1934, when our 
employee sales activities were begun, we 
were serving natural gas through 5 oper- 
ating companies to 10,244 directly con- 
nected meters in 25 communities ranging 
in population from about 12,000 down to 
a few hundred. We had always main- 
tained a policy of more or less aggres- 
sive merchandising, advertising, employ- 
ing salesmen and carrying high grade 
merchandise at all times. Merchandise 
sales for the year 1933, before the plan 
of employee selling was put into effect, 
amounted to $81,651.37. These data are 
furnished to give a basis for comparison 
with results subsequently obtained under 
employee participation. 

Employee cooperation and _ prospect 
development rather than employee ‘“‘sell- 
ing” would possibly better describe the 
plan in use by our group. Regular sales- 
men, or persons whose duties include 
selling, make all sales and receive all 
remuneration which is paid for making 
all sales. The employees, other than 
sales people, participate in the sales 
through original contact and are rewarded 
for all of their contacts which ultimately 
result in sales, no matter who actually 
closes the sale. 


Basis of Plan 
Two assumptions form the fundamental 
basis of our plan of employee sales co- 
operation: 
First, a more enthusiastic and enduring 


fesponse will be secured from anyone, 


in doing work outside his regular em- 
ployment, if he is paid for it. This is 
human nature. A high pitch of enthu- 
siasm can, of course, be developed for a 
short time through pep talks, waving the 
flag of “loyalty to the dear old company” 
etc., but in time the employee will de- 
cide that “it’s the salesmen’s job to sell; 
he’s paid to do it.” He won't tell the boss 
that, but he is liable to think it and less- 
ening enthusiasm results. 

Assumption number two was that re- 
gardless of how willing an employee 
might be to sell, not everyone has that 
peculiar ability necessary to close a sale 
and get the customer's name on the 
dotted line. 

With these two ideas in mind a plan 
was developed which provided that 
awards would be made to the employees 
based upon successful customer contacts 
made by each employee rather than sales 
as such made by him. Our salesmen are 


Presented at Southern-Southwestern Regional 
as Sales Conference, New Orleans, La., Feb- 
ruary 21, 1936, 


By C. H. Zacury 


Southern Union Gas Company, Dallas, 
Texas ‘ 


all on commission basis and are not eligi- 
ble for “contact” awards. They receive 
their reward through increased commis- 
sions resulting from the efforts of the 
other employees who do receive the 
awards for contacts. A fine cooperation 
between salesmen and other employees 
can be visualized from this. Our sales- 
men frequently even give added prizes 
personally to the employee turning in 
the most prospects. 

As stated before, awards are made on 
the basis of “points” received by individ- 
ual employees. Points are awarded to 
all employees who secure and personally 
contact prospects which result in sales. 
As soon as such contact is made by the 
employee and the prospect has been in- 
terested in merchandise or perhaps in the 
use of gas at all, a Prospect Card is filled 


out by the employee, giving all pertinent — 


data concerning the prospect, his possible 
requirements, etc. This card is then either 
filed in the office for use by the salesman 
or the employee may make the sale him- 
self. In any event, his points are rfe- 
ceived on the basis of the successful 
contact, regardless of who actually closes 
the sale. 

Gas consumption of the appliance sold 
is the principal consideration in arriving 
at the number of points allowed for each 
type of appliance sold. The following 
schedule was finally determined upon as 
a basis for awarding points: 


Points 

New Meters (new Services) 10 
Reconnected Meters 

(Off lines 6 Mo. or more) 6 
Unit Heaters, Central Furnaces, or 

Conversion Burners 4 
Water Heaters, Circulators, Floor 

Furnaces or Ranges 3 
Electrolux or Space Heater 2 


Complete records are kept of all con- 
tacts made by each employee, but, of 
course, points are given only for con- 
tacts ultimately resulting in sales. 


Surveys 

Before the campaigns were begun, a 
complete survey and house-to-house can- 
vass of every user and non-user of gas 
in each town was made and all pertinent 
information concerning each prospect was 
secured. In this way, at the beginning 
of the campaign, complete information 
concerning prospective sales was made 
available to all employees. These data 
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have proved extremely useful in imme- 
diately finding and contacting prospects 
who were interested in gas or gas appli- 
ances. These surveys were also made 
available to all interested dealers in each 
town. It is anticipated that this survey 
will be made annually in the future. 


Sales Contests 

Continued interest has been stimulated 
by a series of sales contests, beginning 
with a 3 months’ campaign on July 1, 
1934. During this first campaign $85,- 
130.60 of merchandise was sold, repre- 
senting an increase over the same period 
for the preceding year of 328 per cent. 
It was found also that the sales for this 
3-month period exceeded by more than 
$3,000 the sales for the entire calendar 
year 1933. Grand prizes for this contest 
were three trips to the Century of Prog- 
ress in Chicago, and regular awards of 
10¢ per point were paid on all successful 
contacts. 

Several appliance manufacturers also 
cooperated by offering merchandise to 
high point employees. 

This contest closed on September 30, 
and a second, called the “Cash for Christ- 
mas” contest was begun on October 1 
and continued until December 15. Dur- 
ing the 514 months covered by these two 
campaigns, merchandise sales amounted to 
$136,572.82. This was more than 4 times 
the amount sold in the preceding 6 
months. Most important probably is the 
fact that 1,421 new meters were con- 
nected during the 135 days of these two 
campaigns, being a 13.5 per cent increase. 

We have learned that it is wise to give 
a short breathing spell between contests, 
but we have continued one contest fol- 
lowing another, with one, two, three, or 
more weeks in between to allow for mak- 
ing installations, etc. 

The contest which has created the most 
comment, I think, was a short one last- 
ing only 10 days in September, 1935. We 
called it the “10-Day Red Tag Sale,” 
and for this 10-day period we sold mer- 
chandise on 3-year terms. Our sales in 
those 10 hectic days totaled $122,176.27. 
Over 500 new meters were secured. 

In one town of 257 meters, during these 
10 days, over $5,000 worth of appliances 
were sold, which is over $20 per meter 
based upon the meters at the beginning 
of the sale. This possibly is not a proper 
base as 28 new meters were added during 
these 10 days. 

How much of the success of this par- 
ticular sale was due to the three-year 
terms offered during that time, how much 
to the 20,000 big red cardboard tags and 





152 AMERICAN GAS ASSOCIATION MONTHLY 


20,000 printed circulars sent out and 
newspaper and radio advertising, and how 
much was due to the intensive and tire- 
less efforts of the whole operating per- 
sonnel, is not known exactly. However, 
I am of the opinion that the largest part 
of the credit goes to the employee. 

Examples of original and ingenious 
methods of getting sales came to light 
every day. One employee took a friend 
fishing on Sunday morning to sell him a 
range; another set a meter in a tent. One 
Town Plant Manager went out into the 
country and persuaded a man living in a 
“trailer” to move into town so that he 
could have the advantages of natural gas; 
then took a truck out, hooked onto the 
trailer, moved him onto an empty lot in 
town, set a meter and has another gas 
customer. He pays his bill too. These 
examples indicate only the results of per- 
sistent effort put forth by the employees, 
everlastingly trying to sell. Surprisingly 
enough, several grand prizes have been 
won by main-line men who had never 
been instrumental in selling before and 
didn’t know they could sell. They had 
friends in each town up and down the 
line; began to talk gas and appliances 
and their friends bought. 


News-Magazine 

Catching the spirit of cooperative ef- 
fort from the field employees, the general 
office employees early in the first cam- 
paign launched the “Southern Union 
News.” This is an employee news-maga- 
zine. This little magazine, which carries 
all the current news of the sales cam- 
paigns as well as personal and educa- 
tional items of interest to the employees, 
has been an important factor in the suc- 
cess of the campaigns. It is made up, 
and mimeographed entirely by the gen- 
eral office employees and distributed to 
all employees. It has been a vital element 
in keeping each employee advised as to 
what the other fellow is accomplishing 
in comparison with his own efforts. 


Summary of Results 


Appliance sales aggregating the sum of 
$440,708.22 were made during our first 
15 months of employee cooperative sell- 
ing, comprising the following units: 
2,273 ranges 
1,922 water heaters 

210 refrigerators 
2,248 space heaters 

943 circulators, radiators, and floor fur- 

naces 

448 central furnaces, industrial and con- 

versions 


Based upon meters at beginning of 
period, average merchandise sales of ap- 
proximately $40 per meter were made 
during the 15 months’ period. 

During the 18 months ended December 
31, 1935, we had a net increase of 5,475 
meters or about 50 per cent increase. We 
sold a billion, two hundred fifty million 
cubic feet more gas during the past 18 
months than were sold during the 18 


months immediately preceding. Putting 
the meter increase on a December to 
December basis, we had 30 per cent more 
meters in December, 1935, than in De- 
cember, 1933. We give employee selling 
the large share of the credit. 

The load factor contained in the above 
figures will be appreciated when it is 
realized that 72 per cent of our appliance 
sales were replacing coal, electricity, 
wood, oil, or some other fuel than gas. 
Modern, insulated, A.G.A. approved 
merchandise has been sold, and it might 
be said here that it should be a pleasure 
and pride to anyone to sell the types of 
merchandise now being made by our 
friends in the appliance manufacturing 
business. The streamlined beauty of the 
present ranges, water heaters, and other 
appliances need no apology when com- 
pared to electric or any other type of 
equipment, but can hold its own and 
more in beauty as well as service with 
any of them. Regular retail prices were 
maintained, in all our campaigns, no big 
discounts being offered to obtain sales, 
and the merchandising department is 
showing a profit for the year 1935. 


Effect on Operating Expenses 
One objection frequently raised to gen- 
eral employee participation in new busi- 
ness activities is that it increases oper- 
ating expenses in the other operating 
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divisions. I am sure that it does to some 
extent. Our operating expenses in our 
town plants for 1935 are a little more 
than they were in 1934; however, we 
think that possibly at least a part of this 
increase in operating cost is occasioned 
by the taking care of the 2,500 new cus- 
tomers and the 20 per cent increase in 
revenue from gas sales, brought about by 
the appliance sales activities. Our in- 
crease im revenue was many times the 
increase in town plant operating expense. 
Activity promotes efficiency. We find that 
the interest, enthusiasm, and activity of 
our employees has increased their effi- 
ciency to a marked degree in their reg- 
ular duties, broadened their acquaintance, 
taught them more of the product they sell 
as well as the appliances in which it is 
utilized. It has also enabled those re- 
sponsible for the operations of the com- 
panies to obtain valuable information 
concerning the capabilities of the em- 
ployees, which would otherwise not have 
been available. Not the least benefit 
derived from these sales activities is the 
friendly rivalries which spring up, seem- 
ingly naturally, between companies, be- 
tween districts, towns, or between indi- 
vidual employees. This influence, which 
we who have directed these activities 
have encouraged, acts as a very powerful 
stimulant to enduring enthusiasm. 





Heard at the Sales Conferences 


IHE challenge of today to the sales 
organizations of the natural gas indus- 
try in the househeating market is in the 
field of automatically controlled equipment. 
Notwithstanding the desirability of natural 
gas for this market, we must now decide 
whether we will actively sponsor and ag- 
gressively sell automatically controlled 
equipment to such an extent that natural 
gas will predominate in that field, and at 
the same time not relinquish our position 
of leadership in the present non-automatic 
househeating field in which we predomi- 
nate. 
—Dean A. Strickland, United Gas Sys- 
tem, Houston, Texas. 


By means of the rental plan which was 
adopted in The Gas Service Company, the 
number of automatic gas storage water 
heaters attached to the lines during 1935 
was approximately five times the number 
placed on the lines during 1934 as a result 
of sales activities. This was achieved 
with little increase in sales personnel, and 
with practically the same advertising ap- 
propriation which we had used the pre- 
ceding year. 

—F. M. Rosenkrans, The Gas Service 

Co., Kansas City, Mo. 


I believe that the rental-purchase plan is 
one feasible method of promoting the use 
of gas, particularly through water heaters. 

No plan, as you well know, will work 
of itself. It must be simple and appealing. 


Your sales force must be aggressive and 
well paid, the product must be priced 
fairly and be of high quality so that it 
stands up under hard service. A cooper- 
ative set-up with the non-sales employees is 
usually very helpful in furnishing leads 
and talking up the proposition. You must 
also have 100 per cent cooperation from the 
plumbers. And last, but by no means least, 
your public relations must be in good con- 
dition. : 

—Jas. B. Hodge, Baton Rouge Electric 

Co. 


Probably the most important trend in 
time-payment selling is the increase in the 
number of lines and items sold under such 
an arrangement. This increase has ac- 
companied the almost universal acceptance 
of time-payment selling by buyers and 
sellers alike including the breaking down 
of the old prejudices against transactions 
of this nature. A few years ago it was gen- 
erally believed that only merchandise with 
a substantial repossession value should be 
sold on the installment plan and that the 
purchases should possess a sizable equity 
in the article bought. At the present time, 
however, loans in the form of merchandise 
are being made to individuals, rather than 
against the goods being purchased. 


—D. J. Duncan, Professor of Marketing 
and Management, School of Com- 
merce, Northwestern University, 
Chicago, Ill. 
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We retail dealers still do 65 per cent of 
the appliance business. With your abun- 
dant resources, low prices, long terms, spe- 
cialty salesmen, service men, advance knowl- 
edge of new installations, etc., 65 per cent 
of the appliance business is going through 
regular retail channels without the retailer 
doing or trying to do an adequate selling 
job. Knowing this, we retailers wonder 
if you are pursuing the best sales policy. 

—John Moore, Colonial Home Furnish- 
ings Co., New Orleans, La. 


I understand that our leading competitive 
industry is planning to recommend to its 
members that during 1936 they go ahead 
with a model kitchen promotion plan— 
that they subscribe to a move which shows 
the comfort that a modern kitchen brings 
to the old house. If all gas companies 
will immediately take the step that we have 
taken nearly a year ago—and install a model 
kitchen, I do not believe that any competi- 
tive industry will care to play second fiddle 
to what our own experience has proved to 
be an outstanding sales and good will 
idea. 

—R. O. Berry, Jacksonville Gas Co., 

Jacksonville, Fla. 


Let no one conclude that there is any 
lack of gas actuated equipment available 
for each and all types of air conditioning; 
winter, summer, industrial, commercial or 
residential. The natural gas industry is 
in the enviable position of being able to 
meet any type of air-conditioning problem 
with equipment operating at a reasonable 
cost. 

—Carl Dean, Oklahoma Natural Gas 

Co., Tulsa, Okla. 


We planned a promotional house heat- 
ing program that has received widespread 
and favorable customer comment through- 
out our territory. This program was de- 
signed to give the customer a new view- 
point of gas heating service by supplying 
information that would assist him to use 
gas heating to its best advantage and urge 
him to give thoughtful attention to the 
matter of “heating his entire home for his 
health’s sake.” 

Leading doctors and health authorities 
by their enthusiastic approval, convinced 
us that this kind of a campaign should have 
been promulgated long ago by the indus- 
try which had such a definite interest in 
proper winter air-conditioning the home. 
Our heating campaign, identified as 
“America’s Public Health Enemy Number 
One,” consisted of a series of newspaper 
advertisements scheduled from October 1 
to February 14. These advertisements were 
supplemented by a sixteen-page illustrated 
booklet which was distributed to customers. 
Truck signs, window and floor displays 
urged customers to “heat the entire house 
for their health’s sake,” and backed up this 
advice with helpful information. Promi- 
nent doctors and the Director of Public 
Health of the City of Dallas alternated on 
a weekly fifteen minute radio broadcast 
in giving important information concerning 
the value of proper heating and ventilating 
in combating “America’s Public Health 


Enemy Number One,” the common cold 
germ. 
—W. G. Wiegel, Community Natural 
Gas Co., Dallas, Texas. 


The last few years have witnessed a de- 
cided change in the attitude within the in- 
dustry in regard to the gas house heating 
load. An important element responsible 
for this change is the extension of several 
major natural gas transmission lines. An- 
other factor is the effect which economic 
adversity has had upon gas sales in general. 
And, a third contributing cause can, in a 
large degree, be traced to the efforts of 
competitive industries. 

The extension of natural gas systems has 
served to popularize gas house heating, 
while the depression and competitive influ- 
ences have served to diminish or limit gas 
sales so that plant capacity and the capacity 
of distribution systems remain at least par- 
tially idle and, figuratively speaking, beg- 
ging for some type of business which in the 

















(Cartoon by Brady, from “To Serve New York’’) 


“Hey, Joe, think of the gas heating pros- 
pects in this block.” 


near future holds promise of restoring their 
usefulness. 

The “nut” of some seven or eight years 
ago, is “the man of the hour” today. And, 
the executive who by charts and calcula- 
tions, seven or eight years ago, adamantly, 
vociferously, and unqualifiedly classed the 
househeating load, as commercial suicide, 
and made ten-year forecasts to establish 
his point, is now mute or busily engaged 
in covering his tracks. 

—Bernard T. Franck, American Light & 

Traction Co., Chicago, Il. 


The special lecture-demonstration courses 
which we are giving in San Antonio are 
of five different types as follows: (1) Grad- 
uate Demonstrators’ Course in Gas and 
Electric Appliances; (2) Salesmen’s Cook- 
ing Classes; (3) A Cookery and Appliance 
Course for the Girls in our Company; (4) 
A Course of Training for Maids, both 
Colored and White; and (5) A Cookery 
School for Junior High School Girls. 

We have found that special lecture-dem- 
onstration courses produce very definite re- 
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sults in the form of good-will for our 
company and in the more tangible form of 
increased sales for the dealers. We recom- 
mend them heartily. 
—Nell Read, San Antonio Public Service 
Co., San Antonio, Texas. 


We realize and appreciate the marvelous 
aid and assistance our dealers are render- 
ing us. We know that they are the ones 
responsible for a large part of the load 
building accomplishment in our territory. 
Our home service program makes a special 
point of using all home service representa- 
tives as dealer contact girls. 

—Miss Grate Larrabee, Louisiana Power 

& Light Co. 


While it is unfair to analyze home serv- 
ice in cold facts and figures, it is the only 
method by which the busy executives can 
evaluate this activity. The facts and re- 
ports when reported to a dealer have an 
obvious effect, which in our type of cooper- 
ative program is the only method by which 
we can interpret how sales-slanted our ac- 
tivities are. Unless we can answer the ques- 
tion “why” effectively with figures to prove 
it then we cannot justify our existence. 

The following home service figures rep- 
resent our whole sales-slanted story: 38,- 
845 club room contacts with 1,123 meet- 
ings, 983 news columns written, 514 recipes 
tested, 39,924 recipes distributed, 4,513 
home calls, 45 floor demonstrations with 
attendance of 6,908, 27 store demonstra- 
tions with attendance of 3,024, 3,542 spe- 
cial requests, 47 cooking schools with 12,- 
005 attendance. 

—Mildred R. Clark, Oklahoma Natural 

Gas Co., Tulsa, Okla. 


Radio offers home service workers every 
advantage for accomplishing the primary 
purposes of all home service work, the 
very reason for our existence. As we see 
them our objectives ate these: (1) To es- 
tablish consumer confidence in the company 
and its service, essentially a problem of 
creating friendly public relations and good 
will. (2) To educate our customers to the 
value and benefit they personally can en- 
joy from the service we sell. (3) To create 
a desire in the minds of our customers for 
improved types of home equipment which 
give the customer the most satisfactory and 
efficient use of our service. In each of 
these objectives, radio offers the home 
service department a valuable aid. 

—Margaret Marable, Lone Star Gas Co., 

Dallas, Texas. 


Laboratories’ Work Outlined 


IHE various ways in which the A. G. A. 

Testing Laboratories have been of bene- 
fit to the oil and natural gas industries are 
brought out in an article by Harry W. 
Smith, Jr., in the February 20 issue of 
Oil and Gas Journal. The article not only 
evaluates the Laboratories’ appliance test- 
ing and certification program but also 
touches on the extensive research in indus- 
trial gas utilization, gas production and 
distribution, particularly the testing of pipe 
and pipe joints. 








Charles W. Gale, Chairman 


Industrial Gas Section 


Eugene D. Milener, Secretary 





Ralph L. Manier, Vice-Chairman 





Sales and New Equipment Emphasized at First 
Industrial Gas Sales Conference 


r E first Indus- 

trial Gas Sales 
Conference to be 
held under the 
sponsorship of the 
Industrial Gas Sec- 
tion was held in 
Detroit, Michigan, 
March 10 and 11. 
The registration 
showed that men 
came from sixteen 
states, Ontario and 
District of Colum- 
bia. The total at- 
tendance was over one hundred and 
twenty-five. Fifteen manufacturers were 
present as were seventeen engineers and 
industrial plant managers from outside 
the gas industry. Approximately half 
the balance of those attending represented 
natural gas companies and half rep- 
resented manufactured gas companies. 
Charles W. Gale, chairman of the In- 
dustrial Gas Section, and Ralph L. Ma- 
nier, vice-chairman, presided at the vari- 
Ous sessions. 

There were two sessions and a lunch- 
eon the first day. The entire theme of 
the conference was sales and the new in- 
dustrial gas equipment and new heating 
processes that are now available to help 
make sales. This theme was emphasized 





R. L. Manier 


by the keynote speaker, Frank T. Rainey, 
the dynamic new business manager of 
Ohio Fuel Gas Company, and by most of 
the other speakers. Mr. Rainey brought 
out some interesting sidelights on the hu- 
man qualities needed for selling indus- 
trial gas. 

A complete discussion of the various 
business angles that should govern trial 
installations was made by F. B. Jones of 
Equitable Gas Company, Pittsburgh, Pa., 
in his paper entitled “Effective Methods 
of Handling Test and Trial Installations.” 
He advocated the use of a revolving fund 
by each gas company industrial gas de- 
partment and expressed the opinion that 
such a fund could be maintained sub- 
stantially intact over a period of years. 
He showed a number of instances where 
the judicious use of trial installations had 
secured new business and had been in- 
strumental in holding old business. He 
also cited several cases where such in- 
stallations had not been effective and 
analyzed the causes. 

Two manufacturers of industrial gas 
apparatus addressed the conference and 
described some of the newer furnace de- 
velopments that are entrenching gas as 
an industrial fuel. They were E. G. 
de Coriolis, research director of Surface 
Combustion Corporation, and Charles E. 
Buysse, president of Industrial Heating 


Equipment Company. Their very effective 
presentations were supplemented by lan- 
tern slides and drawings, which empha- 
sized controlled atmospheres, gas hot 
tubes and forced convection heat. 

The immense ceramic field, one of the 
largest heat consuming markets in the 
country, was discussed by T. E. Wood, 
industrial manager of The Manufactur- 
ers Light & Heat Company. Mr. Wood 
showed how ceramic firing is gradually 
being refined, being speeded up, and how 
in many instances unit costs are being 
reduced. As the refinement processes con- 
tinue gas becomes an increasingly im- 
portant factor. 


Gas in Non-Ferrous Plants 


In the specialized field of manufactur- 
ing brass and copper the utmost in re- 
fined heating operations is required, it 
was pointed out by W. W. Young, Jr., 
of the Connecticut Light & Power Co. In 
presenting his paper ‘““New Developments 
in the Brass and Copper Industry and the 
Part Gas Is To Play in This Industry,” 
he took his audience through a modern 
brass plant and figuratively stopped at 
each place where process heat is needed. 
Samples of modern products in the mak- 
ing were displayed, and sales arguments 
for gas were analyzed in the light of 
present competitive conditions. 





Partial view of one of the plants inspected during the Industrial Gas Sales Conference in Detroit 
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The conference was particularly fortu- 
nate in having as the speaker for the 
“Executive Luncheon’’ Claude A. Welch, 
assistant superintendent, Chevrolet Motor 
Company. Mr. Welch, an experienced 
automobile production executive, told how 
the use of modern gas furnaces contribute 
toward cheaper, speedier production and 
enabled certain plant layouts under 
crowded conditions that were not possi- 
ble when the older heating methods were 
used. 


Auto Manufacturers Use More Gas 

In concluding the conference, Hale A. 
Clark of the Detroit City Gas Company, 
reviewed heat treating changes in the 
automobile industry during the past ten 
years. He pointed out that about twice the 
amount of gas is used in the manufacture 
of a car now as formerly and that this 
increase has been coincident with the pro- 
duction of better and cheaper cars. A large 
amount of the increased gas load in auto- 
motive plants is in operations where elec- 
tricity and oil were formerly used. 

Spirited discussions followed the presen- 
tation of papers. There was a tendency to 
favor the practice of industrial gas de- 
partments primarily concentrating on plant 
contacts and sales work, leaving the greater 
part of the necessary engineering to equip- 
ment manufacturers. A number of angles 
of the competitive situation were handled 
by men who discussed the papers from 
the floor. 

A display of the publicity and advertis- 
ing activities of the Industrial Gas Section 
helped those present to visualize the scope 
and effectiveness of this work. 


A Spring Pick-Me-Up 

Wednesday was devoted entirely to an 
inspection trip of Detroit industries. Buses 
took the group from plant to plant where 
many interesting manufacturing operations 
wete watched with the greatest interest. 
One man, who was on his first inspec- 
tion trip, exclaimed “Now I know why 
the industrial gas boys are so pepped up. 
There are good and sufficient reasons for 
it and one of them you will find, as I did, 
on an inspection trip to the plants of 


Chevrolet Motor and Detroit Steel Prod- 
ucts Companies and Detroit-Michigan Stove 
Works. Here one sees proof aplenty of the 
ability of gas fuel and the latest industrial 
gas furnaces to do all—and more—that we 
prejudiced ones claim for them, in situa- 
tions where performance counts and per- 
formance only. It is comforting to know 
that the top ‘engineering talent in this coun- 
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try visits these plants and sees gas fuel 
so much in the spotlight. That doesn’t 
do us a bit of harm. Incidentally, a first- 
hand inspection of gas at work in the three 
plants mentioned above would do marvels 
for the gas man who is in need of a spring 
pick-me-up. There is nothing quite so 
satisfying as seeing evidence of the thing 
we hear talked about so much.” 





Display Commercial Gas Equipment 
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One corner of exhibit at Orlando, Florida 


DISPLAY of commercial gas equip- 
ment held in Orlando, Florida, 
February 10-12, under the sponsorship of 
the Commercial Gas Department of the 
Florida Public Service Company, in co- 
operation with a number of enterprising 
manufacturers, attracted a gratifying at- 
tendance. Many of the most progressive 
of the hotel and restaurant proprietors 
and owners located in central Florida 
were present to view the advances made 
in modern gas equipment. 

The exhibit featured the newest in gas 
cooking equipment, as well as heating, 
refrigeration and beauty parlor apparatus. 
Visitors were particularly impressed with 
the thermostatic features of the new 





General Commercial and Hotel and 


Restaurant Sales Conference 


On Monday and Tuesday, May 25 and 26, the Industrial Gas Section will 
hold a combined sales conference that will cover general commercial applica- 
tions of gas and hotel, restaurant and other commercial cooking subjects. This 
conference will be held in Washington, D. C., at the Mayflower Hotel. 

Information on the newer and improved gas cooking apparatus and other 


commercial gas equipment will be presented 


men who have made close 


studies of present-day requirements. Methods of promoting the sale of gas in 


these fields will be explained by experts. 


It will be to the advantage of every gas company to have sales executives and 
other representatives present at this conference, which will be the only one of 


its kind to be held this year. 
Plan now to be present. 





cooking equipment. Actual experiments 
on several of the larger appliances were 
conducted by Thomas Slade, chef of the 
Colonial Orange Court Hotel in Orlando. 

Among the manufacturers who ex- 
hibited were: Servel, American Stove 
Company, John C. Pitman & Sons, Inc., 
Clow Gasteam, Standard Gas Equipment 
Corp., Hill Shaw Co., John Wood Man- 
ufacturing Co., Ruud Company, Blodgett 
Co., Hoffman-Schooley Co., Coleman 
Floor Furnace, Garland, Hanley-Brown, 
Norge Broiler, Star Metal Co., Savory 
Co., and Welsbach. 

The exhibit was staged under the di- 
rection of H. R. Cloud, new business 
manager, and Walter Wilcox, who were 
assisted by A. H. Phelps, L. F. George, 
Mrs. Ida Waller and Mrs. Elinor Hall, 
all of the Florida Public Service Company. 


Industrial Gas Bulletins 
Displayed 
T the recent meeting of the American 
Institute of Mining & Metallurgical 
Engineers held in New York City, a num- 
ber of research and technical bulletins of 
the Industrial Gas Section and the Com- 
mittee on Industrial Gas Research were 
displayed. These attracted a great deal 
of interest and resulted in a number of in- 
quiries from engineers from different parts 
of the country who attended the meeting. 
The display was made possible through 
the cooperation of the magazine Mining & 
Metallurgy. 
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Production and Chemical Conference 


Opens in New York, May 25 


IHE annual joint conference of the Pro- 

duction and Chemical Committees will 
be held at the Hotel New Yorker, New 
York, N. Y., May 25-27. 

The Program Committee for the confer- 
ence, of which E. J. Murphy of The 
Brooklyn Union Gas Company, Brooklyn, 
N. Y., and R. E. Kruger of the Rochester 
Gas and Electric Corp., Rochester, N. Y., 
are co-chairmen, have developed a program 
which promises to be up to the high stand- 
ards set by former conferences. 

Herman Russell, vice-president of the 
American Gas Association, has accepted an 
invitation to address the conference at the 
first session, May 25. Mr. Russell has not 
yet announced the subject of his address, 
but all production engineers at the confer- 
ence will look forward with keen interest 
to the message which he will bring to them. 


Gas Production Papers 

At this time only a brief description of 
the subject matter of the papers that are 
being prepared for the conference can be 
given. The following papers have been 
secured under the auspices of the Gas 
Production Committee, A. E. Lockwood, 
chairman, Penn-Western Service Corp., 
New York, N. Y.: 


“Complete Purification by the Two-Stage 
‘Thylox’ Process’—Dr. A. R. Powell. 
Includes a description of the DuPont 
purification plant at Belle, West Virginia, 
and indicates the application of this com- 
plete purification to coal gas. 


“Relation of Oil Gravity to Overall Ef- 
ficiency When Using Heavy Oils and 
Method of Determining the Gas and 
Tar Making Characteristics of Heavy 
Oils”—H. G. Terzian. 

Summarizes the data secured from sev- 
eral plants producing carburetted water 
gas and indicates the close relation existing 
between the character of the oil used and 
the overall results as well as the observed 
relation between the gas production and 
type of oil used. 


“Practical Reduction of Pilot Outages”’— 
W. K. Beard. 


Gives the experiences of several prop- 
erties in reducing or eliminating customer 
complaints due to different forms of gum, 
suspended tar, and dust and presents the 
practical side of the picture which has 
been covered in recent years by theoretical 
discussions. 


“Equipment for the Elimination of Nitro- 
gen Monoxide’—W. L. Shively. 


Describes the operation of new type of 
equipment installed in Philadelphia within 
the past two years for the removal of nitro- 
gen monoxide. 


“The Relation of the Oil Industry to the 
Gas Industry’—Robert G. Griswold. 
Gives the present use of oil and petro- 
leum gas by the gas industry in relation to 
the total oil production in the country and 
indicates the trend of supply and prices 
for the next several years. 


“Experiences in and Summarization of 
Safety Practices in Coke Oven Plants” — 
Charles Koons. 

Shows the results of safety education by 
citing actual experiences of several plants. 


“Utilization of Coke Breeze” —F. J. Pfluke. 


Gives the results of a committee ap- 
pointed in 1935, on mixing fine breeze 
with coal before carbonization. 


“Shrinkage of Low Temperature Coke on 
Reheating to High Temperature’—- H. 
Stuart Auvil and J. D. Davis. 


Gives considerable fundamental data but 
with little direct application to gas plant 
practices. 


Chemical Committee Papers 

The Chemical Committee under the 
chairmanship of Louis Shnidman, Rochester 
Gas and Electric Corporation, will offer a 
series of papers of interest to engineers and 
chemists. Dr. C. C. Furnas, Professor of 
Chemical Engineering at Yale University, 
will present a paper on fundamental prin- 
ciples of heat transfer, wherein he will 
point out those essential and fundamental 
propositions encountered in problems, of 
heat transfer. 

Much has been said and written con- 
cerning the question of liquid phase and 
vapor phase gum. A. R. Bayer of The 
Brooklyn Union Gas Company Laboratory, 
will present a paper on quantitative meth- 
ods for differentiating gums. The author 
will discuss methods for distinguishing be- 
tween liquid phase and vapor phase gum 
in order that the causes of many of the 
gum troubles involved may be more def- 
initely established. 

E. M. Bliss of the Public Service Elec- 
tric and Gas Company of New Jersey, will 
present a paper on the corrosive action of 
salt water when used for cooling. Mr. 
Bliss will discuss the methods used by his 
organization to overcome corrosion due to 
salt water. This paper should be of interest 
to those along the coast line where salt 
water is used as a cooling medium. 
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Problems involved in the purification of 
gas have been numerous and interesting. 
From time to time, new methods, new pro- 
cedures, and new processes have been de- 
veloped. E. L. Sweeney of the Boston Con- 
solidated Gas Company, Everett, Mass., 
will speak on problems relating to puri- 
fication. Mr. Sweeney has been experiment- 
ing for some time as to means and methods 
of extracting sulphur from spent oxide. 
He will relate many of his findings at the 
conference. 

One of the difficulties encountered in the 
dust problems is that of securing an ade- 
quate method for the determination of the 
quantity and quality of the dust in the gas. 
Dr. Levin of the Blaw-Knox Company, 
Pittsburgh, Pa., will present a method for 
the determination of dust in gas, which he 
has developed. Data will also be presented 
on how this method was used to study the 
dust problem in the distribution system. 

The Subcommittee on New Develop- 
ments under the chairmanship of Dr. Wil- 
bert J. Huff, Professor of Gas Engineering 
at the Johns-Hopkins University, will re- 
port on those developments of an outstand- 
ing nature in the gas industry. Dr. Huff 
has been active in this work of securing 
outstanding recent developments, as well 
as those subjects and topics that may be 
suitable for research or investigation in 
universities. 

The Subcommittee on Analyses and Tests 
under the chairmanship of J. F. Anthes of 
The Brooklyn Union Gas Company, has 
been actively engaged in the preparation 
of data for a booklet on the application 
and interpretation of gas analyses. In ad- 
dition, the committee has been interested 
in problems of an analytical nature which 
are of interest to the gas chemists. 


Luncheon Conferences 


Delegates attending the conference this 
year will find a new feature added to the 
program. 

Five round-table luncheon conferences 
will be held, starting at 1:00 P.M., Tues- 
day, -May 26, continuing throughout the 
afternoon. Plans have been made to hold 
each group as small as possible in order 
to fulfill the main objectives of these con- 
ferences—to make possible a closer ac- 
quaintanceship among the delegates and to 
encourage those who may have a pressing 
problem to get up and talk about it. Dele- 
gates who might wish to discuss a subject 
off the record will be given an opportunity 
to do so since no minutes will be kept. 
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An experienced chairman will be in 
charge of each group, selected because of 
his knowledge and experience in guiding a 
program to a successful conclusion. Co- 
chairmen will assist by making the dele- 
gates acquainted with each other and by 
encouraging discussion from the floor. 

While each conference group has as- 
signed to it different subjects, this will not 
prevent a delegate from discussing any 
topic he chooses. The atmosphere will be 
held so informal that no one should hesitate 
to “speak his piece.” 

The five luncheon conferences have been 
grouped under the following major head- 
ings: 

Luncheon No. 1 Water Gas Operation. 

Luncheon No. 2 Gas Conditioning and Pur- 
ification. 

Luncheon No.3 Plant Maintenance. 


Luncheon No.4 Coal Carbonization and By- 
Products. 


Luncheon No. 5 Economics in the Gas In- 


dustry. 


The conference on Water Gas Operation 
will have a varied list of topics. New 
developments, types of fuel—both solid and 
liquid, cost data and plant costs, reform- 
ing and non-reforming, and cold enrich- 
ment are some of the items on the program 
for discussion. 

The ever important gum problem will be 
covered at the conference on Gas Condi- 
tioning and Purification. Developments in 
purification, organic sulphur, and the be- 
havior of minor constituents in distribution 
systems are topics slated for discussion, in- 
cluding ammonia, hydrogen cyanide, water, 
carbon-disulphide, mercaptans, dust and 
gum particles. 

What are safe practices? This is a 
question of great importance in the plant. 
Of equal interest are the methods used for 
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the detection and elimination of explosion 
hazards. Holder maintenance and the re- 
duction of corrosion and erosion are prob- 
lems confronting the operator. All of these 
subjects will be considered at the confer- 
ence on Plant Maintenance. 

The Coal Carbonization and By-Products 
conference includes such items as the prep- 
aration of coke, utilization of breeze, new 
developments, tar (cost and market), and 
ammonia. 

Of considerable interest to supervisory 
forces are the subjects planned for the con- 
ference on Economics in the Gas Industry. 
Among these are B.t.u. versus Therms; 
relation of new fixed charges to peak loads; 
plant investment; plant cost; plant re- 
placement; increment cost of gas; cost per 
Therm of different gases and economics and 
energy relations. 

Further information regarding the lunch- 
eon conferences will be given as soon as 
final arrangements have been made. 





Heads Westchester 
Lighting Co. 
DWARD P. 
<A PREZZANO 
has been elected 
president of the 
Westchester Light- 
ing Company, the 
Yonkers Electric 
Light and Power 
Company, and the 
Bronx Gas and 
Electric Company, 
to succeed the late 
Eugene H. Rosen- 
Edward P. Prezzano quest who died on 
January 26. Floyd 
L. Carlisle, chairman of the Board of 
the Consolidated Gas Company of New 
York, was elected chairman of the Board 
of the Westchester company. 

Mr. Prezzano had been vice-president 
of the Westchester company for the past 
ten years and was also a member and 
secretary of its Board of Directors. He 
has been connected with the Westchester 
Lighting Company since January 22, 1924 
when he was elected secretary. On April 
27, 1926 he was made vice-president. He 
was also a vice-president and director of 
the Yonkers Electric Light and Power 
Company and vice-president of the Bronx 
Gas and Electric Company. Last week he 
was made president and director of the 
Tarrytown Terminal Corporation, which 
is also part of the Consolidated System. 

Mr. Prezzano was born in New York 
City on June 17, 1884. He has been em- 
ployed by the Consolidated Gas Com- 
pany system since 1901, when he joined 
the Standard Gas Light Company as a 
file clerk. Three years later he was trans- 
ferred to the parent company and in 1918 
he became manager of one of the com- 
pany’s business offices. In 1922 he was 
made assistant general commercial man- 
ager. 


Mr. Prezzano lives in Mount Vernon, 
New York. He has been active in the 
national associations for both the gas 
and electric industries for many years. 
He is a member of the American Gas 


Association, Edison Electric Institute, 
Empire State Gas and Electric Associa- 
tion, Society of Gas Engineers and the 
New York Electrical Association. 





Gas Safety Features Displayed 





—— features of modern automatic 
gas appliances were emphasized by the 
Consolidated Gas Company of New York 
in a special exhibit at the seventh annual 
New York Safety Conference, held at the 
Hotel Astor from March 3-5. 

The general theme of the exhibit was: 
“Safety of Gas—preventing that one chance 
in a million.” The major appliances 
shown were the gas range, gas refrigera- 
tor, automatic house heating apparatus, and 
the gas water heater. The gas safety pilot, 








which shuts off the supply of gas to an 
appliance if for any reason the pilot flame 
is extinguished, was the “star” of the show. 

Many interested visitors at the exhibit 
learned that the modern gas range has auto- 
matic lighting for top burners and oven 
burners. 

The exhibit was designed and con- 
structed by the Display Division of the 
Consolidated Gas Company of New York 
and affiliated companies, R. M. Martin, 
director. 
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Approval Requirements Committee To Act 
on Vital New and Altered Standards 


HEN it convenes at the Cleveland 

Testing Laboratories late this month 
for its regular spring meeting, the A.S.A. 
Sectional Committee, Project Z21, A.G.A. 
Approval Requirements Committee, will 
consider an unusually wide variety of items 
of importance to the gas industry. The com- 
mittee will take final action in endorsing 
several new or revised standards scheduled 
to go into effect January 1, 1937. In addi- 
tion, certain new rulings regarding commit- 
tee procedure, development of additional 
standards, etc., will probably be passed. The 
2-day meeting is tentatively listed for April 
23 and 24. The body itself is the central 
and final authority on matters pertaining to 
all the various approval, listing, and instal- 
lation standards employed by the American 
Gas Association Laboratories in carrying out 
its certification program, and counts upon 
its roster not only a large well-balanced list 
of gas utility and equipment manufacturing 
company executives, but representatives of 
all interested governmental agencies, con- 
sumer groups, and national contracting, 
safety, architectural, and insurance associa- 
tions as well. 


Hair Dryer Standards 


In the line of developing new standards, 
the Approval Requirements Committee will 
consider for final adoption new Approval 
Requirements for Gas Hair Dryers. These 
were developed last year by a specially ap- 
pointed subcommittee of 10 authorities 
chairmanned by N. J. Reiff of the United 
Gas Improvement Company, Philadelphia. 
It has been said that the standards offered 
constitute one of the most complete and 
authoritative first set of standards for a new 
type of appliance yet formulated. Extensive 
research at the Testing Laboratories, hearty 
cooperation and comment on the part of 
the gas industry, and several subcommittee 
sessions, have helped to bring these tentative 
hair dryer requirements to their present 
status. Quick action is, therefore, expected 
in their adoption at this month's meeting 
and in their early subsequent approval as 
American Standards by the American Stand- 
ards Association. Active testing of commer- 
cial units at both Cleveland and Los Angeles 
Laboratories in accordance with the new re- 
quirements will, it is concluded from manu- 
facturer interest already shown, begin almost 
immediately after the Approval Require- 
ments Committee meeting. 

The matter of drawing up approval stand- 
ards for bake ovens, salamanders, and deep- 
fat fryers will also be considered at the 
forthcoming meeting. Hotel and restaurant 


ranges have been tested and approved by the 
Laboratories for several years and several 
members of the industry have recommended 
that standards be prepared for bake ovens, 
salamanders, and deep-fat fryers so that the 
entire commercial cooking line of appliances 
might be tested and certified. 

Extensive revisions to existing sets of im- 
portant standards are also scheduled for 
adoption by the Sectional Committee. Since 
the November 8, 1935, meeting in Cleve- 
land of the Subcommittee on Approval Re- 
quirements for Gas Space Heaters, compre- 
hensive revisions to the space heater stand- 
ards have been awaiting decision. Chiefly 
these concern matters of correlation of the 
space heater requirements with other approval 
standards and with the various American 
Standard listing requirements for gas appli- 
ance accessories. However, these do include 
numerous other minor changes including an 
increase from 65 to 70 per cent in the 
minimum heating efficiency requirement for 
vented space heaters rated at 20,000 B.t.u. 
per hour or more. 

As for central heating gas appliances, cor- 
responding revisions of approval standards 
are to be submitted as a result of the sub- 
committee meeting of October 18, 1935, in 
Chicago, and subsequent’ meetings of its 
Cleveland Working Group. Here again 
many of the proposed changes cover matters 
of correlation between the boiler and fur- 
nace standards and other appliance approval 
and accessory listing requirements. 

Revisions to water heater requirements 
due for adoption are not extensive, but are 


of sufficient importance to be recommended 
for approval for immediate application. 
One recommended revision will, if passed, 
require location of name plates at points 
readily observable when the heater is in- 
stalled. Another will correlate leakage re- 
quirements for automatic devices to prevent 
escape of unburned gas with similar clauses 
contained in the listing standards. 

Action on accessories will concern auto- 
matic main gas-control valves, relief valves, 
and semi-rigid gas tubing and fittings. Sev- 
eral revisions, for immediate application, 
adopted by both the Subcommittee on List- 
ing Requirements for Gas, Pressure, and 
Temperature Control Accessories and its 
Automatic Main Gas-Control Valve Sub- 
group by letter ballots during the past five 
months, will be considered in regard to cor- 
rosion and marking standards for automatic 
gas-control valves. Two revisions, one re- 
quiring a test to cover repeated connection 
and disconnection without the development 
of leakage, and another to recognize for 
listing only compression and flared fittings, 
will concern semi-rigid gas appliance tub- 
ing and fittings. 

Finally the Sectional Committee will 
weigh the advisability of permitting and 
encouraging manufacturers of approved ap- 
pliances to display the Seal of Approval on 
paper stickers pasted temporarily on the 
front faces of new appliances in addition to 
the permanent Seal shown on the name plate. 
It will also decide on the desirability of 
standardizing such stickers, if they are to be 
employed. 





Bottled Gas Industry Recognizes A. G. A. 
Laboratories as Its Testing Agency 


MPORTANT steps in extending the 

Testing Laboratories’ appliance ap- 
proval program in the field of liquefied 
petroleum gas utilization have been taken 
recently as the result of (1) action by key 
butane and propane producing interests 
and (2) the January 16-17-18 meeting of 
the American Gas Association Subcom- 
mittee on Approval Requirements for 
Gas Ranges. 

Last fall the liquefied petroleum gas in- 
dustry, through its national trade groups, 
the National Bottled Gas Association 
and the Compressed Gas Manufacturers’ 
Association, agreed to recognize the 
American Gas Association Testing Lab- 
oratories as an official testing agency and 
to connect only appliances bearing the 
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Laboratory Seal of Approval. Thereto- 
fore, all the larger propane distributors 
had maintained their own testing lab- 
oratories and applied their own individ- 
ual requirements, even though American 
Standard Approval Requirements for pro- 
pane-consuming equipment had been de- 
veloped by the American Gas Association 
and in effect for some time. Conse- 
quently, manufacturers of appliances, in 
order to have their products connected 
in propane-fueled homes, were required 
to submit their appliance to each distrib- 
uting company for approval. The same 
appliance with minor modifications would 
also, in many instances, be submitted to 
the American Gas Association Testing 
Laboratories for approval for use with 
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regular city gases. This, of course, re- 
sulted in considerable expense to the 
manufacturer. 

When the bottled gas interests pledged 
themselves to recognition of the Testing 
Laboratories as an official testing agency 
for propane appliances and adopted the 
policy of selling and connecting only 
American Gas Association approved mod- 
els, the ground work was laid for the 
elimination of confusion and duplication 
of effort that had existed heretofore and 
the significance of the Laboratories’ pro- 
pane-using equipment certification pro- 
gram was considerably fortified. It was 
understood in making the arrangements 
that the Association’s standards for pro- 
pane appliances would be revised to em- 
body the recommendations of the pro- 
pane gas industry so far as feasible, and 
further, that representatives of the pro- 
pane gas industry would be added to sev- 
eral of the American Gas Association re- 
quirements committees. To further aid 
in the cooperative effort, the C.G.M.A. 
and N.B.G.A. have formed a “Joint Com- 
mittee on Propane Appliance Require- 
ments.” 


Range Standard Revisions 


In line with the above action, the gas 
range subcommittee of the American Gas 
Association, at its January 16-17-18 meet- 
ing, considered a number of revisions to 
the range standards which were recom- 
mended by the propane industry. Three 
representatives from the propane gas in- 
dustry were present at the meeting. The 
revisions adopted at that time and which 
were applicable only to propane gas 
ranges, were ratified to become effective 
as soon as ratified by the A.S.A. Sec- 
tional Committee, Project Z21, A.G.A. 
Approval Requirements Committee. The 
revised requirements were immediately 
submitted by letter ballot to the Sectional 
Committee and were approved by that 
body for immediate application to all 
propane ranges subsequently submitted 
for approval. They are now being applied 
by the Testing Laboratories. Other 
clauses of the gas range requirements re- 
vised at the January subcommittee ses- 
sion but applying to ranges designed to 
be used on city gas supplies, along with 
revisions adopted at the June, 1935 and 
March, 1936, meetings, will be printed 
and distributed for criticism and will sub- 
sequently be made effective in the regu- 
lar manner. 

In brief, the changes made in the approval 
standards for propane-fueled ranges in- 
cluded: increasing required top burner 
thermal efficiencies from 45 to 50 per cent; 
removing the 8,000 B.t.u. per hour per cubic 
foot of oven space lower limit on oven in- 
puts and specifying an Oven Preheating 
Input and Maintaining Rate test; specifying 
pilot inputs adjustable down to at least 250 
B.t.u. per hour; providing that automatic 
devices designed to prevent escape of un- 
burned gas shut off gas supplies to sub- 
burners and pilot burners as well as main 
burners when called upon to operate; de- 
manding valve lubricants commercially suit- 





able for use with propane and butane-air 
gases; requiring fixed orifices only on main 
burners; and insuring more direct and posi- 
tive ignition of gas by both manual and 
automatic lighters for top, oven, and broiler 
burners. 

Other action taken at the range subcom- 
mittee meeting was aimed at the solution of 
special constructional and manufacturing 
difficulties concerning (1) ribbing of semi- 
solid tops to prevent full sealing off of 
venting areas with grates removed or with 
large recessed-bottom utensils covering them, 
and (2) angles of rotation of burner valve 
handles. No changes in regard to the former 
item were made. As for the latter, it was 
tuled that single purpose gas range burner 
valves must have stops to limit rotation of 
the rotor member to not more than 90 de- 
grees. This ruling exempts valves with ac- 
cessory functions in addition to. straight 
“turn-on” and “shut-off” of gas, such for 
example as combination burner-valves-and- 
thermostat controls. 


Herman Joins 
Detroit-Michigan 


LARENCE A. HERMAN, the fifth 

American Gas Association Laboratory 
engineer to step into commercial phases of 
the gas industry during the past three 
months, commenced service with the De- 
troit-Michigan Stove Company, Detroit, on 
February 15, 1936. Mr. Herman, as devel- 
opment engineer, will work with Nelson 
L. Miller, also a Testing Laboratories vet- 
eran, who has been with the Detroit appli- 
ance manufacturer for a year and a half. 

Having been associated with the Labora- 
tories for exactly six years, Mr. Herman has 
worked as both testing and research engi- 
neer. He has spent approximately one-third 
of his period of service at the Pacific Coast 
Branch Laboratory in Los Angeles. Re- 
cently the interesting and progressive proj- 
ects sponsored by the Committee on Do- 
mestic Gas Appliance Research have 
occupied Mr. Herman's time. 

He received the degree of Bachelor of 
Science in Physics from Case in 1928, and 
was employed by the Cleveland Twist Drill 
Company before entering the service of the 
Laboratories in 1930. 


DEALING WITH DEALERS 
(Continued from page 138) 

Should the difficulty be of such nature, 
however, that it can not be composed 
through the medium of local conferences it 
shall be referred to the Joint Steering Com- 
mittee, hereinafter provided for, for con- 
sideration and final decision. 


Joint Steering Committee 


There shall be appointed forthwith a 
committee to be known as the Joint Steer- 
_ing Committee, to consist of ten members, 
of whom five shall be representatives of the 
State Master Plumbers Association, and five 
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shall be representatives of the gas utility 
companies operating in California. 

In order that this committee may func- 
tion as economically and as conveniently as 
possible it is recommended that appoint- 
ments be divided between Northern and 
Southern California. 

This committee shall hold two regular 
meetings during each year of which one 
shall be held at the time and in the locality 
of the midwinter session of the State Execu- 
tive Board of the State Master Plumbers 
Association, and the other shall be held at 
the time and in the locality of the annual 
convention of Pacific Coast Gas Association, 
provided, however, that in the event of 
such convention being held outside of the 
State of California the time and place of 
such regular meeting shall be determined 
by the Joint Steering Committee. 

In addition to the two regular meetings 
above provided for, this committee shall 
hold such other meetings from time to time 
as may be found expedient or necessary, to 
discuss matters of mutual interest and of 
benefit to the gas industry in California. 

To this committee shall be referred all 
matters of a controversial nature between 
the parties hereto, the satisfactory solutions 
of which can not be determined by means 
of local conferences, and the decisions of 
this committee shall be final and binding 
upon all parties to this agreement. 

Pending such reference to and decision 
by the Joint Steering Committee, and in 
order that the confidence of the buying pub- 
lic may not be further weakened by evi- 
dences of disagreement in the industry it- 
self, no step shall be taken nor action 
initiated by any party to this agreement de- 
trimental to any of the other parties hereto. 

To the Joint Steering Committee shall 
also be referred all matters of legislation 
affecting the health and safety of the gen- 
eral public, as well as all matters tending 
to promote or harm the interests of the gas 
industry as a whole. 


General 


All of the conditions set forth in this 
agreement shall be equally binding upon 
all parties hereto, it being the sense of this 
agreement that by these means a feeling of 
confidence and security may best be en- 
gendered and sustained and the interests 
of the entire gas industry and of the parties 
hereto, severally and collectively, and of 
the public, may best be served. 

None of the parties hereto shall be bound 
by this agreement unless and until all of 
the other parties have demonstrated not 
only their willingness but also their ability 
to make fully effective all of the conditions 
hereof. 


This agreement shall remain in full force 
and effect from and after the date hereof 
and until March 1, 1935, unless cancelled 
prior to that date by a notice in writing 
given by any party to the other parties at 
least ten days prior to the date at which 
cancellation is to become effective. 

Approved and accepted at San Francisco, 
California, this 19th day of January, 1934. 
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SERVICES OFFERED 


Gas Engineer. Ten years operating all types 
of plants, various capacities from cadet to 
superintendent. Six years, gas manufactur- 
ing equipment company, last three chief en- 
gineer. Three years with public servic com- 
mission, valuation engineer. Experience ideal 
for holding or operatingcompany engineer. 994. 


Industrial Sales Engineer:—Several years’ ex- 
perience in supervising the sales, installa- 
tions and maintenance of house heating, in- 
dustrial steam and water heating. Special 
training and knowledge derived from long 
experience with eastern utility companies 
will be a great asset to any corporation. 997. 


Gas minded, practice trained water gas plant 
man (39). Experience ranged from sole op- 
erator 4-foot plant to assistant superintend- 
ent of a 3% million daily plant. Also experi- 
enced as general foreman of distribution 
construction, mains and services. 999. 


Energetic efficiency gas man with twenty 
years’ experience, operating and managing, 
desires change from present position, to that 
of manager or superintendent of medium 
sized utility or assistant to manager of 
large one. Knowledge of sales problems. 
Single, college, go anywhere. (39). 1000. 


Gas Technologist—Young man (34) with broad 
experience in gas industry as manufactur- 
ing and distribution engineer, operator and 
designer of equipment, desires responsible 

sition where valuable engineering and 
usiness experience can be put to use. 1001. 


Sales Engineer, thoroughly experienced in 
new business operations of gas utility, do- 
mestic appliances, house heating and _ in- 
dustrial application, wants position where 
there is chance for advancement. 


Engineer (27) B.S. Chemical Engineering 
1932; 1-year graduate study. Experience: 
18 months automotive industry; 3 months 
gas pipeline; 22 months gas appliance indus- 
try where now employed. 

Sales Supervisor or Sales Engineer. Have had 
considerable experience in industrial, com- 
mercial, house heating and domestic sales 
work. Also am familiar with design and in- 
stallation of equipment. Have worked with 
manufactured and natural gases. 1004. 


Kitchen Equipment Salesman. Desires connec- 
tion with well-established hotel and restau- 
rant kitchen equipment house. Twenty-five 
years’ experience designing and selling 
kitchen equipment in and around New York 
City, through architects and builders. Thor- 
oughly familiar with all gas appliances for 
heavy duty work in kitchens. 1005. 


Thoroughly seasoned and competent sales 
manager able to handle any or all divisions 
of commercial and public relations depart- 
ments. Several outstanding records in water 
heating, commercial and industrial work. 
Can get volume business in any territory 
and produce satisfying results. 1006. 


Gas Engineer (29) desires new connection; 
graduate M. E., 8 years’ experience in manu- 
factured gas; production, transmission, dis- 
tribution and construction; operation, main- 
tenance, design, planning, testing, reports, 
studies, budgets, law cases; butane plant 
construction and operation; licensed station- 
ary engineer and licensed Professional 
Engineer (N. Y.); completed Rutgers and 
Columbia extension gas courses. 1007. 


Engineer with utility accounting experience. 
be . E. E.; postgraduate work. Three 
years’ research assistant, National Indus- 
trial Conference Board. Twelve years’ gas 
and electric utility experience, rates, fran- 
chises, cost allocations, contracts, research in 
utility management problems. Experience 
with P.S.C. accounting. (N. Y.). 1008. 


Practical and technical gas engineer—thir- 
teen years’ experience design, layout, de- 
velopment, estimating, advertising, selling 
and appraisal of gas plants and equipment. 
Also competent structural design. 1010. 


Graduate Engineer with twelve years’ experi- 
ence in the gas business; assistant superin- 
tendent of large water gas plant, estimating 
costs for construction and alteration of coke 
and gas plants, physical inventories and 
appraisals, desires position in operating or 
construction department, married, (35). foi 


Personnel Service 


SERVICES OFFERED 


Semi-Senior Accountant for three years—pub- 
lic utility staff—accounting firm, then three 
years as special accountant with large elec- 
tric and gas corporation until they went 
into receivership. Auditor of disbursements 
for large corporation board, thorough expe- 
rience in all departments. (30). 1014. 


Utility Executive available: have had 25 
years’ experience in all branches of utility 
business, organization, financing, construc- 
tion, operation and utilization. Recently 
vice-president in charge of sales of large 
holding company, selling gas, electricity, 
water, ice, fuel, merchandise and securities 
through local operating companies. 1016. 


Engineer, Graduate M.E. 20 years’ experience 
in electric utility, manufactured and natural 
gas, appraisal valuations, previously manager, 
general superintendent and engineer for op- 
erating company, temporarily employed. 1018. 


Insurance Specialist: graduate engineer, expe- 
rienced utilities, operating and holding com- 
pany, meter reader to junior executive; 
now employed, specialized last five years 
in producing large economies in insurance 
protection of all kinds for utility companies. 
Available special reports or full time. 1019. 


Fifteen years, practically all spent in the de- 
sign, construction, and appraisal of manu- 
factured gas plants and distribution systems 
have suitably fitted an engineering graduate 
for twenty or more additional years of con- 
scientious, competent service to the employer 
who can offer a future. Available now. 1020. 


Geologist, valuation engineer—University edu- 
cation; many years’ experience with largest 
producer in Appalachian fields, know pro- 
ducing sands, depths, rock pressures, deple- 
tion. Also valuation expert on mechanical 
equipment inventory for gas plants. Statis- 
tician and chart experience. (38). 1021. 


Gas Engineer, now employed, desires position 
as manager, industrial gas engineer, or dis- 
tribution engineer. Ten years’ experience 
in all branches of the manufactured gas 
business, including three years as industrial 
gas sales engineer; some experience with 
natural gas. Graduate (ME); (31). 1022. 


Utilization—testing—sales—installation—of gas 
appliances. Long experience in house heat- 
ing, water heating, hotel and restaurant, in- 
dustrial work; in metropolitan New York 
and vicinity. Utility or manufacturer. 1023. 


Engineer-Accountant graduate engineer, six- 
teen years’ experience preparing, present- 
ing valuations and original cost analyses of 
tangible and intangible property (electric, 
manufactured and natural gas) for reorgan- 
ization, sale, recapitalization, insurance, 
franchise, rates and commissioner’s review. 
Prepared rate studies and presented rate 
schedules. Set up fixed capital records. 1024. 


Gas Analyst—Seven years’ experience in re- 
search and gas industry. Thoroughly quali- 
fied in every phase and mode of gas analy- 
ses, including Podbielniak fractionation. 
Now in charge of gas laboratory. 1025. 


Auditor—Office Manager. Former office man- 
ager of 50,000 account gas company desires 
opening anywhere. Experience covers fif- 
teen years on all utility clerical and ac- 
counting functions. At present temporarily 
employed utility auditing by well-known 
public accounting firm. (32) Married. 1027. 


Sales Supervisor. Specialist in introduction 
complete line of gas appliances converting 
other fuel users to enthusiastic gas con- 
sumers. Capable directing, supervising, sales 
organization. 14 years’ experience gas mer- 
chandising, customer contact, settling com- 
plaints, claims; displays, exhibitions, home 
beautiful shows and general advertising. 
Employed, available 30 days, have car. 1028. 


Well known engineer experienced in construc- 
tion, design, engineering, operation, and 
management, now available on daily, 
weekly, monthly or yearly basis for advice, 
studies and reports. Small or large com- 
panies. Will collaborate with engineers and 
managers engaged in making reports thus 
making steady progress and early com- 
pletion of such reports possible. 1029. 
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SERVICES OFFERED 


Sales Supervisor. Fifteen years’ experience in 
appliances familiar with every phase of util- 
ity merchandising—particularly strong in 
gas range, water heaters and refrigeration 
campaigns. Well versed in househeating and 
combination property direction, Will take 
over run down property to demonstrate 
ability. Married. (35). 1030. 

Small Plant Manager—energetic, efficient in 
small water gas plants. Have made change- 
over coal gas to water gas—water gas to 
butane; operated butane plant. Understand 
manufacturing, distribution, high—low pres- 
sure; know what it means to maintain 
friendly public relations. Interested in 
showing results in operating and sales. 1031. 

Sales Engineer or executive have specialized 
in the sale and promotion of automatic gas 
water heaters, gas ranges and other gas 
appliances for over a period of twenty years. 
Planned and managed many sales cam- 
paigns; extensive acquaintance with utility 
merchandising managers and plumbing sup- 
ply jobbers. Willing to travel. 1032. 

Industrial Gas Representative, (38), Married, 
ten years’ experience in industrial, house- 
heating, waterheating, hotel and restaurant 
and promotional work, with special training 
as cadet engineer in gas industry, special 
course in metallography, special training in 
electrical equipment and B.S. and M.S. de- 
grees, desires position in sales end. 1033. 

Sales. Seasoned and competent; gas industry 
eleven years manufacturers man (ranges) 
selling utilities acquiring distributors, etc., 
traveled Eastern states. Has trained and 
handled salesmen. Promotional meetings. Ex- 
perienced marketing. Good contacts and record. 
Desires manufacturer or utility connection. 
American (37) Single—Well educated. 1034. 

Mechanical Engineer, University graduate 
(36). 12 years’ experience in the oil burn- 
ing industry as service manager, field en- 
gineer and installation foreman on domestic 
and commercial oil burning systems includ- 
ing boilers, radiators and hot water supply 
systems. Also power plant testing. 1035. 

Junior Statistician: 10 years’ experience pub- 
lic utilities. Versed in statistical routine, 
special reports, unit costs, special studies, 
preparation of forms in reporting or sum- 
marizing balance sheet, operating revenue 
and operating expense items, graphical pres- 
entation of results, reports for trade associ- 
ations, preparation of data, etc. 1036. 

Man with 11 years’ intensive utility company 
experience familiar with all branches of gas 
company operation. Specializing in indus- 
trial and house heating sales, able to direct 
sales organization. Employed; married. 1037. 

Accountant. Ten years’ general experience; 
plant and distribution system records main- 
tained and analyzed in accordance with 
utility and commission requirements. 1038. 


POSITIONS OPEN 


Manufacturer of gas and combination ranges 
has opening for test engineer. State edu- 
cation, previous experience and give refer- 
ences. 0304. 


Gas furnace manufacturer requires representa- 
tive to contact utilities and others, on sale 
of gas-fired air conditioning domestic fur- 
naces. Territory open, Metropolitan New 
York, Philadelphia and Washington. Cor- 
respondence solicited with men having ex- 
perience in that line, in those territo- 
ries: 0. 


Eastern range manufacturer requires the serv- 
ices of an assistant engineer in develop- 
ment work on gas and electric ranges. Must 
be capable in drafting and designing. A 
man with some experience preferred. Ap- 
plication must state nationality, age, edu- 
cation and experience. 0306. 

Mid-West appliance manufacturer wants a 
stove and heating engineer to assist in de- 
veloping and redesigning his present line 
of coal heaters and gas ranges; man 
familiar with gas controls and regulating 
devices is preferred. Actual stove designing 
experience is absolutely necessary. 0307. 
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AFFILIATED ASSOCIATIONS 


Association of Gas Appliance and 
Equipment Manufacturers 

Pres.—William T. Rasch, American 
Gas Products Corp., New York, 
ie g 

Exec. Sec.—C. W. Berghorn, 60 
East 42nd St., New York, N. Y. 


Canadian Gas Association 

Pres.—John Keillor, British Colum- 
bia Electric Railway Co., Ltd., 
Vancouver, B. C. 

Sec.-Tr.—G. W. Allen, 21 Astley 
Avenue, Toronto. 


Empire State Gas and Electric As- 
sociation 

Pres—E. R. Acker, Central Hud- 
son Gas & Electric Co., Pough- 
keepsie, N. Y. 

Chairman, Gas Section—R. R. 
Bogie, Kings County Lighting 
Co., Brooklyn, N. Y. 

Sec.—C. H. B. Chapin, Grand Cen- 
tral Terminal, New York, N. Y. 


Illinois Public Utilities Association 

Pres.—A. D. Mackie, Central IIli- 
nois Light Co., Springfield, Ill. 

Sec.—Jack Abbey, 607 Leland Of- 
fice Bldg., Springfield, III. 


Indiana Gas Association 

Pres.—R. N. Zeek, Northern In- 
diana Public Service Co., Michi- 
gan City, Ind. 

Sec.-Tr.—P. A. McLeod, New Cas- 
tle, Ind. 


Michigan Gas Association 


Pres—D. H. Frazer, Jr., Battle 
Creek Gas Co., Battle Creck, 


ich. 

Sec.-Tr.—A. G. Schroeder, Grand 
Rapids Gas Light Co., Grand 
Rapids, Mich. 


Maryland Utilities Association 

Pres.—W. A. Tobias, Hagerstown 
Light & Heat Co., Hagerstown, 
M 


Sec—W. J. Lank, 10th and E. 
Streets, Washington, D. C. 


Mid-West Gas Association 

Pres.—Frank H. Brooks, Northern 
Natural Gas Co., Omaha, Neb. 

Sec.-Tr.—Roy B. Searing, Sioux 
City Gas & Electric Co., Sioux 
City, Iowa. 


Missouri Association of Public 
Utilities 

Pres.—C. E. Michel, Union Elec- 
tric Light & Power Co., St. 
Louis, Mo. 

Sec.-Tr.—N. R. Beagle, Missouri 
Power & Light Co., Jefferson 
City, Mo. 

Asst. Sec.—Jesse Blythe, 103 West 
High St., Jefferson City, Mo. 


New England Gas Association 

Pres.—F. L. Ball, New England 
Power Association, Boston, Mass. 

Exec. Sec.—Clark Belden, 41 Mt. 
Vernon St., Boston, Mass. 


New Jersey Gas Association 

Pres—Herbert E. Cliff, Public 
Service Electric & Gas Co., New- 
ark, N. J. 

Sec.-Tr—G. B. Webber, Public 
Service Electric and Gas Co., 
Newark, N. J. 


Ohio Gas and Oil Men’s Association 

Pres.—Harry F. Moran, Ohio Oil 
Co., Findlay, Ohio. 

Sec.-Tr—Frank B. Maullar, 811 
First National Bank Bldg., Co- 
lumbus, Ohio. 


Oklahoma Utilities Association 


Pres—C. A. Breitung, Southwest 
Gas Utilities Corp., Ada, Okla. 


Pacific Coast Gas Association 

Pres—H. M. Crawford, Pacific 
Gas & Electric Co., San Fran- 
cisco, Calif. 

Mang. Dir.—Clifford Johnstone, 
447 Sutter St., San Francisco, 
Calif. 


Pennsylvania Gas Association 

Pres—Edward W. Ehmann, Phil- 
adelphia Electric Co., Ardmore, 
Pa 


Sec.—Frank W. Lesley, Pennsyl- 
vania Gas & Electric Co., York, 
Pa. 


Pennsylvania Natural Gas Men’s 
Association 

Pres.—T. B. Gregory, Union Heat 
& Light Co., Pittsburgh, Pa. 

Sec.-Tr.—B. H. Smyers, Jr., 435 
Sixth Ave., Pittsburgh, Pa. 


Southern Gas Association 

Pres.—H. E. Meade, New Orleans 
Public Service Inc., New Or- 
leans, La. 

Sec.-Tr.—S. L. Drumm, New Or- 
leans Public Service Inc., New 
Orleans, La. 


The Public Utilities Association of 
Virginia 

Pres.—T. Justin Moore, Va. Elec. 
& Power Co., Richmond, Va. 


Wisconsin Utilities Association 

Pres.—G. V. Rork, Northern States 
Power Co., Eau Claire, Wis. 

Exec. Sec.—A. F. Herwig, 135 West 
Wells St., Milwaukee, Wis. 
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HEADQUARTERS, 420 LEXINGTON AVENUE, NEW YORK, N. ¥. 


OFFICERS AND DIRECTORS 


NE io 4c tistawe mat eas L. B. DENNING Dallas, Texas 
Vice-President HERMAN RUSSELL Rochester, N. Y. 
Vice-President N. C. McCGOWEN Shreveport, La. 
elit dence sSaniaacs J. F. ROONEY 

Managing Director ALEXANDER FORWARD 

Assistant Manager H. W. HARTMAN 

Secretary KURWIN R. BOYES 

Director, Publicity-Advg. ........ Cc. W. PERSON : 
Departmental Vice-Pres. ........ Wm. MOELLER, Jr Los Angeles, Calif. 
Sectional Vice-Pres. ............ F. L. GRIFFITH Chicago, Ill. 
Sectional Vice-Pres. ............ C. E. BENNETT Pittsburgh, Pa. 
Sectional Vice-Pres. ............ CHARLES W. GALE Knoxville, Tenn. 
Sectional Vice-Pres. ............ JOHN A. FRY Detroit, Mich. 
Sectional Vice-Pres. ............ F. A. LYDECKER Newark, N. J. 
Chairman, Pub. & Advg. Com..... HENRY OBERMEYER New York, N. Y. 


WALTER C. BECKJORD. Pittsburgh, Pa. ARTHUR HEWITT Toronto, Canada 
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